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No. 420 
Ornamental Butt 


Made of cold_ rolled 
steel, handsomely em- 
bossced Tapped at both 
ends making it reversi- 
ble. The false tip is 
threaded and screws into 
the butt. 


All sizes from 2—4)%4 


Door Butts 


Peer the quality of 
NATIONAL _ Builders’ 
Hardware point by point with 
any other on the market,— 
and then compare the price. 
NATIONAL quality is high 
and NATIONAL prices are 


LOW because of our sales. 


inches. Any finish de- 7 ¥ 
sired. policy to sell only direct to the 


retail trade. 














With careful buying still the 
order of the day, consider the im- 
petus these low prices will give 
your sales. It’s the one sure way 
to coax good money out of re- 
luctant purses. 


A trial order will convince you. 


Catalog? 
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Southern Hardware Jobbers Are Enjoined 


Trade Commission Holds Association Guilty of 
“Unfair Competition” in Seeking to Prevent 
Sales to Retailers’ Buying Concerns 


WASHINGTON, May 22, 1922. 


HE Federal Trade Commission 
T after elaborate hearings and 

several months spent in consid- 
eration of the testimony adduced, has 
handed down a decision in the case 
brought against the Southern Hardware 
Jobbers’ Association, The Beck & Gregg 
Hardware Company, the Dinkins- 
Davidson Hardware Company, The 
Crumley-Sharp Hardware Company, 
The King Hardware Company, George 
E. King, and John Donnan, holding 
that “the acts, agreements, understand- 
ings, policies and practices of the re- 
spondents, and each and all of them, 
are unfair methods of competition in 
interstate commerce and constitute a 
violation of the Act of Congress, ap- 
proved Sept. 26, 1914, entitled ‘An Act 
to create a Federal Trade Commission, 
to define its powers and duties, and for 
other purposes.’ ” 

The Commission has, therefore, 
issued an order requiring the respond- 
ents to cease and desist from the prac- 
tices condemned and to file with the 
Commission within sixty days a report 
in writing setting forth in detail the 
manner and form in which they have 
complied with the Commission’s order. 


Charge of the Commission 


The charge of the Commission in a 
nutshell is that the Southern Hardware 
Jobbers’ Association in its territory, 
which extends from the Potomac River 
to the Gulf and from the Western 
Boundary of Oklahoma to the Atlantic 
Ocean, undertakes to define the status 
of a hardware jobber, refuses to recog- 
nize as legitimate wholesalers’ concerns 
which do not conform to its definition, 
and coerces manufacturers, by threats 
of refusal to handle their products, in 
treating all other distributors as re- 
tailers not entitled to jobbers’ discounts 
or other preferential treatment. 

The objects of the Southern Hard- 


By W. L. CROoUNSE 


Washington Correspondent for HARDWARE AGE 


ware Jobbers’ Association are set forth 
in the findings of the Commission as 
follows: 

“That the purpose and intent of the 
respondent association and of its mem- 
bers is to dominate the wholesale and 
jobbing trade in hardware and allied 
commodities in the Southern States, 
and to enjoin upon such trade the 
methods which respondent association 
and its members approve, and to hin- 
der the competition in such trade aris- 
ing from the operations of those who 
hold divergent views as to business 
methods; that the members of respond- 
ent association refuse to purchase from 
manufacturers who sell to customers 
who are not members of respondent 
association and that attitude is made 
known by them to all manufacturers 
selling hardware and allied commodi- 
ties into said territory; that for the 
accomplishment of its purpose in main- 
taining in said territory the business 
methods approved by it, respondent 
association conducts a system of espion- 
age upon the business of the wholesale 
and jobbing trade in said territory, 
both as to its members and non-mem- 
bers; that in many instances members 
of the respondent association and the 
respondent association through its 
officers have communicated to manufac- 
turers found to be selling to non-mem- 
ber customers, that such transactions 
were known to the respondent associa- 
tion and its members and disapproved 
by them, the imputation being that 
such manufacturers must choose be- 
tween sales to members of respondent 
association and sales to non-members.” 


Activities of Jobbers’ Association 


Continuing, the Commission describes 
the organization of the Southern Hard- 
ware Jobbers’ Association and its ac- 
tivities, which it asserts were chiefly 
directed by George E. King, president, 
and John Donnan, secretary-treasurer. 
The secretary’s functions are described 
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in detail, one of the most important of 
his duties being the preparation of lists 
of persons, firms or corporations, not 
considered by him to be legitimate 
jobbers, who sought to purchase hard- 
ware from members of the American 
Hardware Manufacturers’ Association. 
These lists were furnished to the sec- 
retary of the manufacturers’ associa- 
tion presumably to be distributed by 
him to the members thereof. Addi- 
tional lists, representing the members 
of the Southern Hardware Jobbers’ 
Association, were regularly distributed 
to hardware manufacturers and were 
published in the Hardware Age Direc- 
tory and also in the Hardware Jobbers’ 
Directory. The purpose of distributing 
these lists, the Commission says, was to 
inform manufacturers of the names of 
wholesalers who, in the estimation of 
the Southern Hardware Jobbers’ Asso- 
ciation “were justly entitled to pur- 
chase hardware and hardware supplies 
on the same terms and conditions as 
are usually accredited by said manu- 
facturers to the so-called legitimate 
jobbers.” 

The Commission devotes considerable 
space in its findings to the American 
Hardware Manufacturers’ Association 
and its relations with the Southern 
Hardware Jobbers’ Association. In 
this connection it says: 


Jobbers’ Relations with Manufacturers 


“That there has been continuously, 
and for some years immediately prior 
to the issuance of the complaint herein, 
and there is existing now in the 
United States an association of hard- 
ware manufacturers known as_ the 
American Hardware Manufacturers’ 
Association. That this association com- 
prises about 530 to 540 members, in- 
cluding the principal manufacturers of 
hardware in this country. Representa- 
tive members of this association were 
the Kelly Axe Company, which domi- 
nated the axe business in the United 
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States; the Continental Company of 
Detroit, Mich., which controlled about 
90 per cent of the screen door and win- 
dow trade in America, and the Ameri- 
ean Fork & Hoe Company, the largest 
fork and hoe manufacturer in the 
United States. As a rule the members 
of this association, in deference to the 
expressed desires and wishes of the 
respondents and members of the South- 
enr Hardware Jobbers’ Association, 
practiced the distribution of their fab- 
ricated articles from manufacturer to 
jobber, and from jobber to retailer, and 
from retailer to consumer. In some 
few instances, and in exceptional cases, 
its members did sell hardware direct to 
the retail trade but never on the same 
terms and conditions that it sold like 
goods and quantities to the so-called 
legitimate jobbers, including the mem- 
bers of the Southern Hardware Job- 
bers’ Association. In the case of all 
such sales direct to the retail trade, 
the members of the American Hard- 
ware Manufacturers’ Association pro- 
tected the jobber in his method of dis- 
tribution by charging the retail buyers’ 
price differentials. This practice in- 
sured that the manufacturer charged 
the retailer just as much for the goods 
as if the retailer bought them from the 
jobber. The same was true in cases 
where the manufacturer sold his goods 
to a so-called irregular or illegitimate 
jobber. No objection was made by the 
regular jobber to such occasional sales 
by manufacturers to the retailer or 
illegitimate jobber provided the price 
differential was charged by them. In 
the territory covered by the Southern 
Hardware Jobbers’ Association there 
were many consumers and retailers 
whose requirements were sufficiently 
large to make it practicable and profit- 
able for manufacturers to sell direct 
to them, and on the same terms and 
conditions as they sell to the members 
of the Southern Hardware Jobbers’ 
Association. 


Held Joint Meetings 


“That the members of this American 
Hardware Manufacturers’ Association 
maintained at all times very close rela- 
tions with the members of the Southern 
Hardware Jobbers’ Association. The 
members of each met together at the 
annual, district and local meetings of 
the Southern Hardware Jobbers’ Asso- 
ciation. To illustrate, the executive 
committee of the Southern Hardware 
Jobbers’ Association met in January of 
each year together with the executive 
committee of the American Hardware 
Manufacturers’ Association to discuss 
business conditions and to arrange for 
the annual convention of the Southern 
Hardware Jobbers’ Association and the 
American Hardware Manufacturers’ 
Association at the same time and place. 
In May of each year, these annual con- 
ventions took place jointly in some 
principal city in the East or South, and 
the members of the respective associa- 
tions met together and discussed and 
considered mutual business interests. 
Furthermore, the territory of the 
Southern Hardware Jobbers’ Associa- 


HARDWARE AGE 


tion was divided up by the Association 
into eight so-called districts or zones. 
Those members of the Association 
located in these zones were accustomed 
to hold district meetings therein from 
time to time. Members of the Ameri- 
can Hardware Manufacturers’ Associa- 
tion attended these district meetings 
and took part in them. Thereat prices 
of hardware commodities were dis- 
cussed and arranged,. especially when 
the prices of mail order houses, and 
others not observing the so-called regu- 
lar and legitimate channels of distribu- 
tion, came into competition with the 
resale prices charged by the members 
of the said Southern Hardware Jobbers’ 
Association. 

“That the open and avowed policy of 
the Southern Hardware Jobbers’ Asso- 
ciation of admitting to membership 
therein, no person, firm, or corporation 
which did not observe the policy of pur- 
chasing, selling and distributing com- 
modities through the so-called regular 
channels of trade was made known to 
manufacturers comprising the Ameri- 
can Hardware Manufacturers’ Associa- 
tion. This association, as stated above, 
included in its membership a large ma- 
jority of the hardware manufacturers 
of the United States selling and dis- 
tributing commodities in the territory 
covered by the Southern Hardware 
Jobbers’ Association.” 


Retailers’ Buying Organization 
Described 


The Commission then proceeds to 
describe the organization of the Ameri- 
can Purchasing Company and the Mer- 
chants’ Co-operative Association. The 
object of the company, it is stated, was 
to act as purchasing agent for the asso- 
ciation and to operate “a regular whole- 
sale house for the distribution of such 
merchandise as could not well be 
handled by direct shipment from manu- 
facturers.” The objects of the associa- 
tion, it is said, were “to deal directly 
with the manufacturer, and secure the 
benefits of direct purchase on the same 
terms as any jobber or wholesaler, and 
by the saving resulting from this 
method enable the usual hardware 
retailer to compete successfully with 
mail order and catalog houses and with 
the retailing of hardware by the so- 
called regular jobbers.” 

Efforts made by the American Pur- 
chasing Company to obtain member- 
ship in the Southern Hardware Jobbers’ 
Association are then described, the 
Commission taking the position that it 
was entitled to such membership under 
the by-laws of the jobbers’ association. 
The story is also recounted of the 
tender of the presidency of the Ameri- 
can Purchasing Company to W. A. Ray 
of the Ray Hardware Company of Pen- 
sacola, Fla., and the intimation Mr. 
Ray is said to have received from 
officials of the Southern Hardware 
Jobbers’ Association that his accept- 
ance of the office would jeopardize the 
business of his company. 

The steps alleged to have been taken 
by the jobbers’ association to prevent 
the hardware manufacturers from sell- 


May 25, 1922 


ing the American Purchasing Company 
are described by the Commission as 
follows: 


Further Allegations 


“That immediately upon the organi- 
zation of the American Purchasing 
Company and the Merchants Co-opera- 
tive Association, both of them began to 
purchase goods from hardware and 
other manufacturers upon the terms 
and conditions usually accorded by 
such manufacturers to the so-called 
regular jobbers. That soon after the 
American Purchasing Company and the 
Merchants Co-operative Association be- 
gan to purchase hardware and hard- 
ware supplies from manufacturers, and 
especially from those manufacturers 
who were members of the American 
Hardware Manufacturers’ Association, 
on the same terms and conditions that 
were accorded by said manufacturers 
to the so-called regular jobbers, and 
especially to the members of the South- 
ern Hardware Jobbers’ Association, the 
president, George E. King, as presi- 
dent, and the secretary, John Donnan, 
as secretary, and other members of the 
said Southern Hardware Jobbers’ As- 
sociation, learned of such purchases 
and began to interfere with and to pre- 
vent such purchases. They notified the 
American Hardware Manufacturers’ 
Association, its officers and members, 
and other manufacturers, of the char- 
acter and purposes of the said Ameri- 
can Purchasing Company and the Mer- 
chants’ Co-operative Association. They 
declared to them that the purpose and 
the effect of the competition of the two 
last mentioned corporations would, by 
reason of their policy of distribution, 
eliminate in part at least the services 
of the jobber in hardware. They in- 
formed the said American Hardware 
Manufacturers’ Association and _ its 
members and other manufacturers of 
hardware that the said American Pur- 
chasing Company and the Merchants’ 
Co-operative Association were neither 
of them members of the Southern 
Hardware Jobbers’ Association. They 
notified the American Hardware Manu- 
facturers’ Association, its officers and 
its members and other manufacturers 
that if any manufacturers of hardware 
sold their goods to either the American 
Purchasing Company or the Merchants’ 
Co-operative Association on the same 
basis accorded by manufacturers of 
hardware to the so-called regular job- 
ber, especially to members of the 
Southern Hardware Jobbers’ Associ- 
ation, that the respondents and 
those members would look upon 
such sales as acts unfriendly to the 
Southern Hardware Jobbers’ Associa- 
tion and its members, and would afford 
a reason for such members to refuse to 
deal any longer with such manufactur- 
ers. That the said notification to the 
American Hardware Manufacturers’ 
Association and to other manufacturers 
of hardware served as a warning to all 
manufacturers not to trade or deal with 
the American Purchasing Company oF 
with the Merchants’ Co-operative Asso- 
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ciation on pain of losing the trade and 
patronage of the Southern Hardware 
Jobbers’ Association members. 


Difficulties Encountered 


“That after and as a result of re- 
ceiving the notification aforesaid from 
the Southern Hardware Jobbers’ Asso- 
ciation and members thereof, concern- 
ing the said American Purchasing Com- 
pany and the Merchants’ Co-operative 
Association, a large number of hard- 
ware manufacturers, members of the 
American Hardware Manufacturers’ 
Association, refused to complete orders 
for hardware supplies which many of 
them had theretofore accepted from 
these companies and partially filled, 
and returned the same unfilled. As a 
further result of said notification and 
threat of boycott, great difficulty was 
also experienced by these companies in 
getting other manufacturers, members 
of the American Association, to com- 
plete their orders. As a further result 
of said threat to boycott, other manu- 
facturers, members of said association, 
refused to deal with said American 
Purchasing Company and the Mer- 
chants’ Cooperative Association out- 
right, notwithstanding said companies 
offered to purchase their supplies in 
carload lots and otherwise to conform 
to all the requirements of the said mem- 
bers of the American Hardware Manu- 
faeturers’ Association with regard to 
purchases from them by the so-called 
regular jobbers, members of said Job- 
bers’ Association.” 

In concluding its findings, the Com- 
mission describes the difficulties alleged 
to have been encountered by the Amer- 
ican Purchasing Company and_ the 
Merchants’ Cooperative Association in 
securing goods and the arrangement 
made with the Ray Hardware Company 
to buy for the account of the Purchas- 
ing Company, which arrangement the 
Commission finds was effective only 
until the Jobbers’ Association learned 
of the destination of the goods. 

“That by reason of all these said 
notices and interferences,” the Com- 
mission says, “the American Purchas- 
ing Company and the Merchants’ Co- 
operative Association were no longer 
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able to buy many of the goods they 
desired and were compelled to resort to 
the ruse and deceptive device of getting 
some regular jobber to purchase goods 
ostensibly for himself but in reality for 
either the American Purchasing Com- 
pany or the Merchants’ Cooperative 
Association or both. That arrange- 
ments were then made by the American 
Purchasing Company with the said W. 
A. Ray Hardware Company by which 
the hardware company agreed to pur- 
chase hardware and supplies for the 
Merchants’ Cooperative Association, 
and distribute the same to its stock- 
holders, on a basis of 5 per cent com- 
mission on the cost price of all hard- 
ware and supplies so purchased by the 
W. A. Ray Hardware Company. That 
the said W. A. Ray Hardware Com- 
pany, under the purchasing arrange- 
ment made with the American Purchas- 
ing Company, contracted for the pur- 
chase of large quantities of hardware 
and other supplies from manufacturers 
of the same and particularly from mem- 
bers of the American Hardware Manu- 
facturers’ Association, and distributed 
the same to the Merchants’ Cooperative 
Association and its stockholders. That 
all such purchases and sales were made 
in the various States of the Union and 
in direct competition with the respond- 
ents and members of the Southern 
Hardware Jobbers’ Association and 
with other persons, firms, and corpo- 
rations similarly engaged. 


A Specific Instance 


“That at first Mr. Ray and his com- 
pany, the W. A. Ray Hardware Com- 
pany, were able to purchase and did 
purchase large quantities of goods for 
the American Purchasing Company 
and the Merchants’ Cooperative Associ- 
ation from manufacturers of hardware 
and especially from members of the 
American Hardware Manufacturers’ 
Association. But that afterwards and 
by reason of said activities and the 
said notices of the president and secre- 
tary as such of the Southern Hardware 
Jobbers’ Association and its members 
to manufacturers of hardware and 
especially to the American Hardware 
Manufacturers’ Association and_ its 


Boys Are the Coming Hardware 


OYS who own bicycles know that 
they do not have to let their 
wheels lie in the gutter when they 
are near the Palace Hardware & 
Arms Co. store, Phoenix, Ariz. They 
are bound to go out of their way in 
order to visit that store. This firm 
has before it a stand that will accom- 
modate seven bicycles, each of 
which can be locked to the stand. 
They are thus kept on the sidewalk, 
too, and not laying flat where auto- 
mobiles might damage them or where 
they might be stolen. Among the 


boys of this city the store has a 
patronage worth while. But getting 
this trade is an opening for other 
lines. 

Another store does not sell on cred- 
it to boys unless the account be guar- 
anteed by someone responsible and 
perfectly good as to credit. This 
cash business is stimulated largely 
by the arrangements. A boy sees 
that the bicycle which is marked $50 
would only cost him $45 if cash be 
paid to the merchant. Thus the boys 
begin on a sound basis, which means 
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members, the said manufacturers re- 
fused any longer to supply W. A. Ray 
and the W. A. Ray Hardware Company 
with goods for the American Purchas- 
ing Company and the Merchants’ Co- 
operative Association.****** 


Conspiracy Is Charged 


“That the respondents, as_ stated 
above, conspired and agreed among 
themselves and with others to induce 
and coerce members of the American 
Hardware Manufacturers’ Association 
by means of boycott and threats to boy- 
cott, to refuse to deal with, or to sell 
to, in interstate commerce, the Mer- 
chants’ Cooperative Association and 
the American Purchasing Company 
upon the same terms and conditions 
given by the members of the said 
Manufacturers’ Association to the re- 
spondents, and thus compelled the 
American Purchasing Company and 
the Merchants’ Cooperative Association 
and their stockholders to purchase as 
retailers from their competitors, the 
members of the Southern Hardware 
Jobbers’ Association, and upon the 
same terms and conditions given by 
the members of the Association to their 
retail customers; that the purpose and 
intent and result of all these activities 
on the part of the Southern Hardware 
Jobbers’ Association, its officers and 
members, was unduly to hinder com- 
petition in interstate commerce be- 
tween the members of the respondent 
Jobbers’ Association on the one hand, 
and the Purchasing Company and the 
Cooperative Association on the other, 
and unduly to hinder the two latter 
from obtaining hardware and hard- 
ware supplies from the said man- 
ufacturers thereof, and thereby un- 
duly to hinder competition in the 
distribution and sale of hardware and 
allied commodities in interstate com- 
merce.” 

Under the law creating the Federal 
Trade Commission, the respondents in 
this case may appeal to the United 
States Circuit Court of Appeals if it is 
their desire to do so. No intimation 
has yet reached the Commission as to 
whether an appeal will be taken in this 
case, 


Customers 


less grief later when they grow to 
men. 

“T would suggest that you see your 
father, or someone else who knows 
you real well,” the merchant advises, 
“and get the cash in order to get the 
$5 discount.” 

If the boy is considering the bi- 
cycle for delivery purposes the mer- 
chant tries to get the employer to 
guarantee the account, the employer 
deducting the payments from the 
boy’s salary and the boy giving the 
hardware man the cash. 
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How European Conditions Affect America 


National Chamber of Communes Shows Effect 
of Unstable Situation In Europe Upon 
Business Men of United States 


in Their Effect on American Busi- 

ness” as the theme for general 
discussion, the Chamber of Commerce 
of the United States at its annual con- 
vention held in Washington during the 
past week sought to arouse interest in 
the extent to which American prosper- 
ity in the near future must depend 
upon the economic rehabilitation of 
Europe. In abandoning its usual pro- 
gram, involving the discussion of many 
domestic problems of trade and com- 
merce, for a debate on broad lines by 
speakers of note upon the most impor- 
tant problem now receiving world-wide 
consideration, the officers of the cham- 
ber surely justified the departure, for 
the symposium presented was certainly 
unique in the annals of commercial or- 
ganizations. 

President Joseph H. Defrees, in the 
keynote speech with which the conven- 
tion opened, declared that the problem 
as to “when and how we shall aid—we 
who are most powerful to aid—in re- 
storing stability in Europe, in our own 
interests as well as in theirs, is the 
greatest and most immediate problem 
before American business to-day.” 


Sin Their E “European Conditions 


No Longer a Puny Nation 


“It would have been easier and more 
agreeable to many to discuss purely 
domestic business problems,” he con- 
tinued. ‘We shall be told that the for- 
eign commerce of the United States is 
but 8 to 10 per cent of the total. Wash- 
ington’s farewell address will again be 
chanted in our ears as if we were still 
a puny, struggling nation, and rail, 
steamer, telegraph, cable and radio had 
not been invented and played their part 
in the interim of over a century. 

“But so long as it was our earnest 
belief that European stability was 
the greatest menace to American 
business, American stability and 
American prosperity, we have only ful- 
filled our duty in placing it before you. 
To our critics let me give answer in the 
words of a prominent American busi- 
ness man who, aware of the seriousness 
of the situation, is apparently devoting 
his life to study of the European situ- 
ation and advising his fellow citizens in 
regard to it, ‘We like to call ourselves 
100 per cent Americans and forget that 
this may mean 100 per cent provincial- 
ism,’ and again, ‘But if we are to be 
selfish, let us be intelligently selfish. 
That demands an understanding of Eu- 
rope and a realization that we are in- 
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extricab!y involved in world affairs.’ ”’ 

Arthur Balfour, the distinguished 
Englishman, in his capacity as vice- 
president of the Association of British 
Chambers of Commerce, drew an im- 
pressive picture of the situation of Eu- 
rope to-day, loaded down with an enor- 
mous burden of taxation and hampered 
in all public activities by lack of finan- 
cial resources and the necessity for car- 
ing for millions of men and women dis- 
abled by the war. The British people, 
however, he said, are absolutely deter- 
mined to pay their entire debt to the 
United States at the earliest possible 
moment. 

Secretary of Commerce Hoover in an 
epigrammatic address declared that the 
great majority of thinking statesmen 
the world over have reached the follow- 
ing conclusions: 


Hoover Summarizes Remedies 


First, such political relations be- 
tween the States in Europe themselves 
as will produce an atmosphere of peace 
and destroy the atmosphere of war. 

Second, the reduction of armament 
not only to lessen government expendi- 
ture but to give confidence of peace. 

Third, the inter-governmental debts, 
including German reparations, to be 
fixed upon such a definite basis of pay- 
ment of interest and principal as will 
create reasonable confidence that pay- 
ments will be met. 

Fourth, the balancing of budgets 
more through the reduction of expendi- 
ture than the increase in taxation, and 
a cessation of the consequent inflation 
in currency and short time bills. 

Fifth, the ultimate establishment of 
the gold standard with the assistance 
of either credits or gold loans, and 
where necessary, the acceptance of 
diminished gold content to many old 
units of currency. 


First Steps Most Important 


“There are many less important 
steps,” he added, “but they become easy 
and certain when these major issues 
are accomplished. If these measures 
could be accomplished to-morrow the 
stream of commerce and_ industry 
would rush economic recovery at a pace 
which would amaze the world. 

“It is easy to lay down principles 
and measures. It is indeed of value 
that this should be done. But the at- 
tainment of such measures would im- 
ply much realignment of political and 
economic vision. These things are not 


to be accomplished in days or months. 
So long as they are not accomplished 
progress will be slow. 

A. C. Bedford, vice-president of the 
International Chamber of Commerce 
from the United States, declared that 
if theré is any one fact which stands 
out in high relief as the result of the 
experiences of the war it is that the 
whole world from an economic stand- 
point is an “indivisible unit.” Prior to 
the war, he said, we had not realized 
how absolutely each part of the world 
is dependent on the other parts. The 
war shattered a great economic ma- 
chine and ever since the armistice the 
fundamental effort of statesmenship 
and of business has been to replace 
the broken and splintered parts. 

Francis H. Sisson, vice-president of 
the Guaranty Trust Company of New 
York, declared that the United States 
had a great mission to perform in the 
rehabilitation of the world. As to the 
role to be played by America in un- 
tangling European finances he ex- 
pressed the opinion that the Federal 
Reserve Board should be represented 
at “any general conference of repre- 
sentatives of central and State banks 
of issue for the consideration of means 
of restricting paper currency issues,” 
and that “the representation of the 
United States by competent bankers 
and economists at a conference in Ev- 
rope to provide for the mobilization 
and distribution of international 
credits would likewise be desirable. 


Harding and Hughes Talk 


President Harding and Secretary of 
State Hughes made brief addresses on 
the closing day of the convention. They 
congratulated the Chamber upon the 
impressive gathering of business men 
of national reputation brought to 
Washington to discuss the gravest pro- 
blems of the times and predicted that 
the deliberations would be of great as- 
sistance to the Federal Government in 
outlining its major policies. 

The corner stone of the new home 
of the Chamber of Commerce of the 
United States, a building to cost sev- 
eral million dollars, was laid on the 
17th instant on the site of Daniel 
Webster’s old home facing the White 
House. As explained by President De- 
frees of the national chamber, the pro- 
posed new building was dedicated to in- 
dustry and commerce on the basis that 
“if it is not for the common good it is 
not good for business.” 
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Building Business With Electrical Supplies 


rs 


Bulbs, Wire, 
Sockets, 
Cord and a 
Variety of 
Other Small 
But Useful 
Electrical 
Accessories 
Will Bring 
Business 
to Hardware 


Stores 








Lal 


There Is a 
Constant 
Demand for 
Articles of 
This Kind, 
They Sell 
Rapidly and 
Are Easy for 
Merchants 
to Stock, 
Handle or 
Display 








‘ OU press a button and elec- 


tricity floods the rooms. 

Your grandparents had to 
wash the globes and trim the wicks 
of oil lamps, and many people who 
are not as old as your grandpar- 
ents helped in the operations. 
When they were children tallow 
candles were luxuries, for progress 
had only begun to conquer the 
black night. 

You can count on your fingers 
the generations that have passed 
since France had a tax on windows 
and the poor peasants spent their 
nights in darkness and foul air. 
Time moves swiftly and successful 
people have kept up with the pro- 
cession. The hardware merchant 
who is considered the best in his 
community also keeps up with the 
times. You will find that electrical 
home appliances and supplies oc- 
cupy considerable space on his dis- 
play tables and shelves, to say 
ncthing of window displays. 

Thousands of ways have been 
devised for the use of electricity. 
We are in an electrical age. It is 
accomplishing the wonders of our 
day, and the hardware merchant 
has a right to have his share of the 


This display of the Warren County Hard- 

ware Co., Bowling Green, Ky., demonstrates 

clearly what may be done when it comes to 
displaying electrical supplies 

glory in offering electrical mer- 

chandise to his community. 

The housewife has insisted on an 
electric grill, a toaster, a perco- 
lator, and the hardware dealers 
have been carrying them. The 
hardware merchant sells the wash- 
ing machines and the vacuum 
sweepers, but he lets a nice slice 
of profit go somewhere else because 
he does not keep plugs, wire, sock- 
ets and the other little necessities 
which make life worth living, elec- 
trically. 

Multiple Sockets 


Any family can double its elec- 
trical comforts as the result of a 
helpful suggestion from the hard- 
ware’ merchant. For instance, 
there are twin sockets that put two 
where one was before. A toaster 
and a percolator can be run from 
the same wire and two extensions 
can be run from the chandelier, one 
to the stand lamp and one to the 
electric fan. Three-way switches 
are a boon to the housewife who 
wants to use three electrical appli- 


ances on her table. There is no 
getting up and turning off the 
switch at the light socket or tak- 
ing the cord down. Twin sockets 
permit the retaining of the electric 
light bulb dnd give a lead for some 
electrical device as well. 

The average man, woman and 
child knows a great deal about 
electricity and they are constantly 
fixing something about the house. 
There is a great field for this ma- 
terial, not alone in cooking devices, 
sweepers, washing machines and 
fans, but in the sockets, plugs, 
switches, wire, tape, fuses and 
bulbs. There is hardly a hardware 
store of any size that does not 
carry a good sized stock of bulbs, 
and they make money on them be- 
cause they have built up a worth- 
while trade. 

Electrical goods in the store is 
a sure way of getting the house- 
wife interested in other merchan- 
dise. Every day more things are 
being converted and adapted so 
that electricity can be used in op- 
erating them. There are few lines 
that have the selling points of 
electrical goods and the appeal to 
the average purchaser. Stop to 
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consider how many farmers use 
electrical equipment as compared 
to several years ago and how much 
there is to be done in the way of 
selling lighting outfits to them. 


Flashlights and Dry Batteries 


Flashlights and dry batteries 
have long been staple articles in 
the hardware store, and the demand 
for them has always justified the 
dealer carrying a good stock. Now 
is the time to get your store talked 
about as an up-to-date place of 
business, and electricity will do it. 

The picture from the Nicholas 
Hardware Co., Oak Park, IIl., illus- 
trates just what a demand there is 
in any place for electrical goods. 
Note the wall cases filled with 
toasters, percolators, grills and 
other devices. The counter, which 
is right by the front door, makes a 
convenient place to show these 
goods in a satisfactory manner. 

The display table is unique. It 
was built especially for this con- 
cern and is made of opal glass. 
Here one finds the sockets, switches, 
fuses and plugs which are always 
needed. Such a table can be con- 
structed of wood at a very reason- 
able figure and certainly offers the 
merchant many advantages in _sell- 


‘grill and a percolator. 
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ing without sales effort or taking 
down boxes from the shelves. A 
small card with plain figures gives 
the price of each article in that 
particular bin or compartment and 
makes shopping very simplified. 
The spools of wire and cord are 
above the table. 


The window from the Warren 
County Hardware Co., Bowling 
Green, Ky., is exceptionally well 
arranged and is so unique that it 
attracted a great deal of attention 
as well as stimulated sales of the 
electrical goods shown. There are 
bulbs, pull sockets, wall receptacles, 
switches, double sockets, an electric 
The back- 
ground is excellent and the small 
figure illuminated by a spot light 
instantly draws the attention. 

Merchants have not been asleep 
to the demand for electrical goods, 
especially as they apply to house- 
hold appliances, but they have 
been inclined to pass up a lot of 
good profit and new business be- 
cause they either did not stock the 
small supplies and accessories or 
had them put of sight. Try a table 
of bulbs, sockets, wire and switches 
up near the front door, and then 
note how much oftener you will 
have to send in orders for addi- 
tional supplies. If you are going 
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into the game, go in for the trim- 
mings also. 
Remember These Facts 

Here are a few facts worth re- 
membering. Less than five cents’ 
worth of electricity is used by an 
electric washing machine in doing 
the average family wash. Less than 
one cent’s worth of electricity is 
used an hour by a vacuum cleaner. 
Less than five cents’ worth of elec- 
tricity is used by an electric ironer 
to do the average family ironing. 
It takes less than one cent’s worth 
of electricity to wash all the dishes 
for one day in an electric dish- 
washing machine. A _ 100-watt 
lamp costs but one and a tenth 
cent per hour, including the depre- 
ciation on the bulb. Illumination 
during the night meal would cost 
about as much as a half dozen 
lumps of sugar. Most electrical 
household appliances give satisfac- 
tory service for ten years or longer. 
Vacuum cleaners have been run 
seven years before they had to have 
any repairs or adjustments and a 
popular electric iron has been kept 
heated continuously for a period 
equal to 178 years of ordinary 
household service. Fans, grills, 
toasters and percolators have been 
in daily use for eight years and 
have needed no attention. 














The Nicholas Hardware Co., Oak Park, Ill., carries a well-rounded stock of electrical goods, as may be seen by this illustration 
In the foreground is an opal glass display table divided into sections in which repose a variety of electrical supplies 
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Forty-One Washing Machines in ‘Two Weeks 


Giese & Noonan, East Grand 


Forks, Minn., Made This 
GIESE & NOONAN 


IV ITSM DARDWAERK WH TMAVE Fr 


Exceptionally Fine Record 


AGENTS FoR 
CaroniC PIPELESS FURNACE 


and Disposed of 
Merchandise Valued at 
Approximately $5000 
in a Town Which Boasts of 
Only 2700 Inhabitants 
—Novel Methods Used 


SRT METAL MANY AOE acer 


EAST GRAND FORKS. MINN. 





Hardware Age 
New igrk City N.Y. 
Dear Editor: 
I noticed in your isane of february 9th an article 
felling of Burne & “onlding dardware company of “arden city, senses 


selling thirty-five elec'ric washers in a fortnight. Giese & Noonan 


HE hardware company of 

Giese & Noonan, of East 

Grand Forks, a little city of 
2700 inhabitants in the western 
part of Minnesota, adjoining Grand 
Forks, N. D., in the heart of the 
famous Red River Valley, recently 
sold forty-one electric washing ma- 
chines in two weeks. This involved 
about $5,000. That’s selling, not 
merely taking orders. 

“How did you do it?” the writer 
asked George A. Noonan, one of the 
proprietors and as live a wire as 
ever sold wire nails over a hard- 
ware counter. 

“Why, we just sold them?” Mr. 
Noonan replied with a smile. It 
developed that that meant more 
than it implied. It meant that for two 
weeks the entire staff of the store, 
from the proprietors to the deliv- 
ery boy, was dedicated to the task 
of selling these washing machines. 
Mr. Noonan believes in concen- 
trating his efforts on some particu- 
larly strong line and then hitting 
and hitting hard. This policy made 
him the biggest seller of a well- 
known make of furnaces in this 
section of Minnesota and Eastern 
North Dakota, and also resulted in 
the remarkable record just made in 
selling electric washers. 


Advertising Helped the Sale 


Giese & Noonan are firm believ- 
ers in newspaper advertising, and 
it was largely through buying 
space in the local daily paper that 
they achieved these splendid re- 
sults. This in spite of the fact that 
a competitor was making a house- 
to-house canvass and was placing 
machines in homes on trial. 

The washing machine sale was 
planned three months in advance. 
The campaign was begun by run- 
ning weekly ads in the Sunday 


adopted some of the “stunte” mentioned in thet stor: » and as a result 
beat thet record, by selling 41 msechines in two wooks. 4t occurred to 
me thet it would be of interest to your readers to learn of the 


experéénces and methods of this firm. 


tours truly 
MS. Bridston 
Grand Forke li. Dek. 


508 Chestnut St 
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This is the letter recently received from Giese 4 Noonan commenting on the 
recent sale. This record would be hard to beat in a town of 2700 


morning paper, four column, 10 in. 
ads, each featuring washers. When 
the week of the sale arrived the 
firm sent for a demonstrator from 
the factory, with the result that 
one of the crack field men arrived. 
He found the field white unto har- 
vest—a long list of prospects who 
needed machines and a staff of 
salesmen who were “sold” to the 
machine in question and champing 
at the bit to close the deal. 

As a beginner one of the large 
display windows was cleared, and 
three washers were installed. One 
of them was connected with electric 
wires, filled with foaming soap 
suds, the “juice” turned on and 
kept running continuously during 
the entire period of the sale. An 
endless canvas with display adver- 
tising was kept running through 
the wringer. At night the lights 
were left lit in the windows, which 
served to attract the attention of 
the evening crowds. The rest of 
the window display consisted of at- 
tractive cards putting forth in 
catchy sentences the merits of the 
washer. 

The delivery truck also carried 
big signs featuring the washer sale, 
and on every machine sold was 
placed a sign which read, “This 
washer was sold by Giese & 
Noonan.” This helped greatly to 


bring the realization to the people 
that something unusual in the line 
of a sale was in progress. 


Keeping the Public Interested 


The firm’ scored its biggest 
point, however, by the daily adver- 
tising in the local paper. On the 
first day of the sale five machines 
were sold. * This fact was heralded 
with big display type in the news- 
paper. The second day saw nine 
more machines leave the _ store. 
The people were also informed of 
this. This barrage of hot stuff was 
kept up daily. Twenty-five in stock 
were soon disposed of and a tele- 
gram was sent to the factory or- 
dering twenty-five more machines. 
This telegram was printed in full 
in an advertisement. In this way 
interest in the sale was kept up, as 
witnessed by the fact that on the 
last day of the sale seven machines 
were sold. 

As a special inducement to pa- 
trons, the firm offered a copper 
wash boiler and a galvanized tub 
with every washing machine sold. 
This attractive offer brought many 
patrons to the store who could only 
be reached by an appeal of this 
kind. 

A washing machine filled with 
soap suds that was kept running 
every day for two weeks before the 
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sale began was another feature 
that went big and gave the firm a 
large number of prospects. No- 
tices were sent out to a large num- 
ber of the store’s patrons, who were 
thought to be in need of a machine. 
They were invited to call and see a 
machine in action. The salesmen 
made it a point not to be too in- 
sistent on these occasions, for the 
affair was considered in the nature 
of an exhibition and was treated as 
such. But these visits of the store’s 
customers brought to light those 
who were interested and to what 
degree. The fact that the salesmen 
did not make any particular attempt 
to close a sale piqued the curiosity 
of customers, who often wondered 
what was the “big idea.” The 
salesman would laughingly pass 
comments such as this: “We know 
you won’t sleep nights until you get 
one, after you see one work, so 
why be in a hurry?” This attitude 
of utter confidence got “under the 
skin” of many patrons and they be- 
came impressed. They soon discov- 
ered that the salesman was not 
reticent about closing the deal at 
the proper time. 


Tying-Up With Other Lines 


Another feature which is worthy 
of mention, and which alone more 
than repaid the firm for the addi- 
tional expense and trouble expend- 
ed, was the added sales of commodi- 
ties other than the machines. Dur- 
ing the first week of the sale the 
firm sold five ranges, and that in 
the slack season. During the month 
of April the sales were doubled over 
those of the same month last year. 
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The firm of Giese & Noonan was 
probably not as hard hit by the 
period of depression as many mer- 
chants, some of whom seem to live 
and do business by the maxim, 
“Everything comes to him who 
waits” (provided you wait long 
enough and live long’ enough). 
But the successful merchant soon 
finds out that waiting is sometimes 
disastrous, and that the only way 
to get business is to go after it 
aggressively and  good-naturedly. 
Advertising schemes and_ selling 
campaigns need oiling to make 
them work smoothly and efficiently 
and the best lubricant is “elbow 
grease” liberally applied. 

“There is good business to be had 
for the man who goes after it ag- 
gressively,” Mr. Noonan said, and 
his experience proves the state- 
ment. This is a mighty good thing 
to bear in mind. It would not make 
a bad motto over the desk of every 
merchant. Thus placed where it 
would serve as a stimulant, mental 
and physical, would often serve to 
whip flagging energy and interest 
and result in the second wind which 
often wins the race. 

The real secret of the success of 
this sale, in the last analysis, lies 
in the personal element. Mr. 
Noonan is energy and enthusiasm 
personified, and he has the invalu- 
able gift of being able to transmit 
it to his co-workers and employees. 
The firm was especially fortunate 
in having a regular “go-getter” as 
a salesman—C. B. Jenson, head of 
the washing machine department of 
the firm. 

When Mr., Jenson became con- 
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nected with the firm, he realized 
immediately that the washing ma- 
chine would be a “leader” if pushed 
right. He disposed of an electric 
washer of another type and pur- 
chased the kind now carried, so as 
to get first hand knowledge of the 
machine. He could then talk from 
actual experience. 


Confidence Essential 


This gave him the necessary con- 
fidence in this line, which is so es- 
sential to good salesmanship. If 
the merchant has confidence in his 
own goods, this confidence will in 
turn be transmitted to the pur- 
chaser. More goods change hands 
each day as a result of the confi- 
dence the buyer has in the seller 
than from the effect of almost any 
other element that enters into the 
conduct of a day’s business. 

Quoting Mr. Noonan: “I take my 
customers into my confidence. If 
an article is of inferior grade, I 
tell them so, and of course the price 
is accordingly. Then if I vouch for 
the superior quality of something 
else, it carries weight.” 

One frequently hears of excep- 
tionally large sales in cities and 
densely populated districts and it 
is a comparatively easy matter to 
reach a number of people by ad- 
vertising and solicitation in such 
sections. When one attempts to 
conduct a sale in a town of 2700 in- 
habitants the aspect of the case 
changes and it becomes increasing- 
ly difficult. For this reason the 
record established by Giese & 
Noonan becomes all the more re- 
markable. 














Here we sce the way in which washing machines are shown upon the floor of Howard’s, Inc., Mount Vernon, N. Y. 


This firm 


goes in strongly for this line and is extremely successful in point of sales 
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Selling American Hardware in the Tropics 


The American Hardware 
& Plumbing Co. of 
Manila, P. I., Is 

the Largest 

Store of 

Its Kind 

in the 

East 


View of the interior 


the American Hardware & 

Plumbing Co., Manila, 
Philippine Islands, one of the retail 
stores operated by the Pacific Com- 
mercial Co. of Manila and 80 Wall 
Street, New York City, has sent us 
the accompanying photographs, 
showing how hardware is displayed 
in the Philippines. With these photo- 
graphs he also sent us a_ booklet 
written by himself and also a small 
book, entitled, “Proved Foreign 
Sales and Advertising Methods,” 


R M. KELLOGG, manager of 
. 


White men have established trade far across the seas, 
Taught the use of bolts and locks, of hardware and of keys. 


of the American Hardware & Plumbing Co., 


portion of the store’s sales force 


written by F. J. Herier, publicity 
manager of the Pacific Commercial 
Co. at Manila. 

“The American Hardware and 
Plumbing Co.,” to quote from Mr. 
Kellogg’s booklet, “is the largest 
store of its kind in the Far East, 
and has been established in Manila 
since 1900. It has won a reputation 
for the high quality of goods carried 
and for always giving a full peso- 
worth of goods for every peso re- 
ceived. 

“Our provincial business has been 


Although Located in 
the Philippines 
This Store Is 
Carrying on 
Business 

Along 

Western 


Manila, P. I., showing a 


increasing by leaps and bounds, un- 
til we now find it necessary to get 
out this booklet to take care of the 
many orders and inquiries from the 
people of the provinces. This pro- 
vincial business is handled by a 
special provincial department which 
assures quick shipment of orders.” 
This booklet contains descriptions 
and illustrations of numerous hard- 
ware articles, including tools, lan- 
terns, water coolers, bicycles, hand- 
washing machines, oil cook stoves, 
kitchen utensils of all kinds, locks, 


In the Philippines, where the tropic breezes blow 
Nightly from the deep Pacific’s phosphore scent glow, 


In the Philippines, where the southern sun at noon White men have established trade on islands such as these, 


Dazzles you with light and heat until you nearly swoon; 


Taught the use of bolts and locks, of hardware and of keys 
-C. 
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agricultural tools, fire extinguishers, 
cutlery and so forth. The descrip- 
tions are in both English and Span- 
ish. Accompanying this is an order 
blank. It is unfortunate that we are 
unable to reproduce this booklet, but 
it could not be done successfully. 
The photographs are clear enough, 
however, and explain themselves. 


Foreign Sales and Advertising 


The book on foreign sales and ad- 
vertising methods is much more de- 
tailed, and covers a broader field. 
It begins with an analysis of the 
problems of distribution as they af- 
fect the American exporter and 
manufacturer. 

“If American business will use the 
same principles in foreign fields that 
have developed American business so 
scientifically and so successfully in 
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its kind to adopt and apply success- 
fully modern American sales and 
advertising methods in a foreign 
field. 

“This company employs about 150 
Americans and about 800 Filipinos 
in its sales and import organization. 
It represents most of the large manu- 
facturers in the United States on an 
exclusive agency basis. It carries 
tremendous stocks in the islands, 
has .its own bodegas (warehouses) 
buildings and trading boats. It does 
some local manufacturing, such as 
candies, cigars, bags, buttons, etc. 

“The management of the company 
is charted. A management commit- 
tee composed of officers of the com- 
pany directs the operation. The 
management committee consists of 
a general manager, a director of im- 
ports, a director of exports and a 
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piled credit information on thou- 
sands of retailers and distributors 
in the islands. 


Covering the Field 


“North and south of Manila tlie 
territory is covered by salesmen, 
Americans, with assistants who are 
Filipinos. These men travel out of 
the Manila office. The islands so 
divided are known as districts and 
by numbers. 

“Salesmen travel on schedule and 
their itineraries are furnished daily 
to every department with mail and 
telegraphic addresses. Each sales- 
man is furnished with a call report, 
showing the customer’s name, town, 
credit limit, amount exhausted, sales 
or reasons for failure to sell, and 
other details. These call reports are 
mailed back to Manila or to the sales- 


Paint is used in the Orient for the same purposes as in the Occident, and this paint display of the American 
Hardware & Plumbing Co. would sell paint in either :, 


America,” writes Mr. Herier, “then 
American business will succeed in 
foreign fields, import conditions be- 
ing equal.” 

“Human nature,” he says again, 
“is human nature no matter what 
the color, creed or race. Storekeep- 
ers are storekeepers wherever you 
find them. To succeed in sales en- 
deavor in all fields requires a con- 
stant sales follow-up by salesmen. 
The man on the job gets the busi- 
ness. The foreign distributor who 
fails to cover his territory regularly 
and on schedule is soon forgotten.” 

Describing the organization of 
which he is publicity manager, Mr. 
Herier writes: 


Nature of the Company 


“Now let us cover briefly the 
methods of the Pacific Commercial 
Co., said to be the first company of 


treasurer. Under the director of 
imports are the departments. 


Various Departments 


“The departments are charted and 
sectionized as—hardware depart- 
ment: house furnishing section, 
paint and oil section, retail section, 
plumbing section, sporting goods 
section, etc. The machinery depart- 
ment thus: agricultural machinery 
section, marine section, stationary 
engines section, electrical section, 
etc. 

“Each department manager is 
compelled to appoint sectional man- 
agers who are responsible for the 
success of their respective sections. 

“The financial department under 
which credits are managed is respon- 
sible. for collections, etc. This de- 
partment has no Dun’s or Brad- 
street’s for guidance. It has com- 


man’s headquarters after he works 
each town. 

“A cash-bonus system is in opera- 
tion which provides for credits and 
demerits. Both Americans and Fili- 
pinos share in the cash prizes. 

“A very thorough and far-reach- 
ing statistical section provides 4 
daily comparison of sales against the 
same day of the month past and the 
same day of the year past. These 
are consolidated at the end of the 
month and furnished to each depart- 
ment. Detailed statistics are kept 
on each of the thousands of articles 
sold and these sales figures show the 
sales by salesmen, branches or dis- 
tricts of each article sold. Graphs 
are supplied, showing the trend of 
different commodities and of the 
total sales of departments. 

“The district sales department has 
secured statistics covering the plant- 
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ing seasons of every district and of 
every crop, harvesting seasons, fiesta 
dates, garden days and carnivals. It 
lists every storekeeper, actual cus- 
tomer or prospective customer, his 
nationality, language used and the 
variety of stock carried. This in- 
formation covers every and any fac- 
tor which, directly or indirectly af- 
fects sales, and what is more, it uses 
very profitably the information so 
collected. 


Sales and Advertising 


“No sales or advertising campaign 
is inaugurated without a conference 
between the department manager 
handling the product, the district 
sales manager and the publicity 
manager. Questionnaire for.ns are 
sent to salesmen and to dealers, and 
exhaustive information covering the 
article, its competition and distribu- 
tion is secured and analyzed before 
any effort is made. 

“The result is that nearly every 
sales and advertising campaign con- 
ducted in the islands has been a suc- 
cess. A few cases of failure were 


Boy Scouts 
are the same 
the world 
over and their 
patronage is 
equally 
valuable in the 
East or the 
West 
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traced to negligence or to a poor 
follow-up. 

“In addition to regular salesmen, 
the company maintains a. force of 
specialty and technical salesmen. 
When a district shows a number of 
good machinery prospects, a tech- 
nical machinery man is sent into the 
territory to close with the prospects. 
This same system is followed by the 
automotive department, the drug de- 
partment, etc. 

“This sales organization covers 
every retailer of any note in the is- 
lands, constantly and on schedule. 
About sixty salesmen are in service 
and usually ten are in training. A 
corps of plow, tractor and pump 
demonstrators are kept constantly in 
the field. These men do nothing but 
demonstrate, covering territories on 
fixed schedules, the salesmen follow- 
ing behind to reap the benefit of the 
demonstrations. Standard exhibits 
are placed at provincial carnivals, 
garden days and provincial meets. 

“Salesmen are provided with auto- 
mobiles wherever possible. Much of 
the transportation is by water and 
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Owing to 
the length of 
the dry season 

in the 
Philippines, 
thereisa 
heavy demand 
for hose 

Hence this 

display 


they often resort to rigs and even 
bull carts. 

Discussing some of the difficulties 
of merchandising American hard- 
ware in the Philippines, Mr. Herior 
continues: 


Introducing Modern Tools 


“The introduction of the American 
saw is a difficult matter. Why it is 
that the Filipino, Chinese and Japa- 
nese carpenter prefers a_ short, 
double-edge saw is hard to explain. 
For generations he has used a cer- 
tain type of tool which served his 
purpose very satisfactorily. 

“Thus, introducing modern tools 
means considerable work in the trade 
schools. It means much demonstra- 
tion among a people or class of 
people (carpenters) who often re- 
gard one’s efforts with a pained and 
disinterested expression. 

“In the islands light - material 
houses are the rule. The American 
and European, however, build strong- 
material houses and thé Filipino of 
the better class is likewise building 
better and more substantially con- 
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And last of all is 
a display of re- 
frigerators and 
awater coolers for 
the dry season 


structed houses. Shell windows are 
used, which makes the prospect for 
an extensive sale of glass rather re- 
mote. No double walls are allowed 
by the Bureau of Health. Hardwood 
floors are polished, thereby cutting 
down the prospects for the sale of 
floor paint. Climate forbids use of 
carpets, upholstered furniture, etc. 

“Fine cutlery and tools gradually 
are being introduced. The trade 
schools are at the present time the 
most potent instrumentality in the 
introduction of carpentering and 
mechanical tools. 


Household Utensils 


“The work of the domestic science 
branch of the educational system of 
the islands has done much to intro- 
duce modern cooking utensils, stoves, 
etc. Formerly a brace of iron pots 
offered everything necessary in the 
way of cooking utensils. To-day the 
Filipino housekeeper is buying as 
many articles of chinaware and uten- 
sils as the family treasury will per- 
mit. She will soon buy iron stoves 


~ ee Laes 4 te oe o 


HARDWARE 





r 


—in fact, there are many stoves now 
being sold. I am speaking here not 
of the higher types but of the com- 
mon people. Here again much edu- 
cational advertising is necessary. 

“Ice boxes or refrigerators have 
been sold in Manila, and wherever 
else ice was obtainable for many 
years. Unfortunately there are not 
many places, comparatively, where 
ice can be obtained. There is no gas 
works outside of Manila. One year 
ago there were about sixteen elec- 
tric light plants. Therefore gas ap- 
pliances sell only in Manila and elec- 
tric utensils in a few of the larger 
towns which have electric lighting 
plants. 

“The exporters of these utensils 
would find little profit in advertising 
appliances of this nature outside of 
Manila. There is a big market yet 
to be created for cooking and house- 
hold utensils. 


Paints and Oils 


“The value of paint as, a preserva- 
tive must be taught to the Filipino. 


May 25, 1922 


7 


; 
= 


al 


Most of the painting done is in 
Manila and the larger provincial 
towns. A great majority of the 
houses are constructed of bamboo 
and nipa, the owners of which have 
not buying power sufficient to afford 
the cost of paint even did the mate- 
rial used in building the houses hold 
and retain paint. 

“If the climate plays a part in the 
sale of your goods, know the climate. 
In Manila and Luzon the rains com- 
mence about the end of May and last 
until November. It is very difficult 
to sell house and roofing paints dur- 
ing the rainy season. In fact, all 
effort should be devoted to the sale 
of builders’ hardware, paints, roof- 
ing, cement, etc., during the dry sea- 
son.” 

It is very obvious that merchan- 
dising in the Philippines is not a 
matter of romance and languid ease. 
Some of the points brought out by 
Mr. Herier are perhaps worth re- 
reading by many of us who enjoy 
the advantages of a more vigorous 
and complex civilization. 


Pageant of Progress to Be Held in Chicago 


Extensive Exposition, Featuring All Classes of Merchandise, Will 


The Second Annual International 
Pageant of Progress Exposition, open- 
ing Saturday, July 29, and closing Mon- 
day, August 14, 1922, holds promise of 
being more successful, both in point of 
exhibits and attendance, than the re- 
markable event of 1921. 

Last year every foot of the 3% miles 
of exhibit booths was occupied by com- 
mercial, industrial and educational ex- 
hibits, and the attendance reached the 
million mark. The exhibits are held 
on the new Municipal Pier. 

This year the exhibits will be even 
more extensive, better organized and 
more attractive, and an attendance in 
excess of 1,500,000 is being provided 
for. All classes of merchandise will be 
exhibited. 


Take Place July 29—August 14 


The entertainment features, in char- 
acter and magnitude, will be in keeping 
with this great exposition. Spectacular 
events, in the air, on land and water, 
morning, afternoon and evening, will 
add materially to the enjoyment of a 
visit to the pageant. 


Radio Exhibits 


A full section, the equivalent in space 
of a large city block, will be devoted to 
radio. Indications are that the at- 
tendance of buyers this year will 
greatly exceed that of last year, and 
last year’s showing was regarded as 
satisfactory. 

Among other notable developments in 
connection with this year’s exposition 
will be the establishment of a section 


devoted exclusively to the exhibits of 
foreign governments. In the “Con- 
course of Nations” will be found the 
official representative of practically ev- 
ery civilized country in the world. This 
marks the advent of the Pageant of 
Progress Exposition as an annual event 
of international significance. 

As an educational institution the 
Pageant of Progress Exposition affords 
superior advantages for the observation 
and study of progress not only in com- 
merce and industry, but also in the arts 
and sciences. 

Incorporated as a part of the Pageant 
is the Health and Sanitation Exposi- 
tion, the most extensive and complete 
demonstration of its kind ever pre- 
sented. 
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Keep Your Accessories in the Spotlight 


That Is the Advice Given by Ben Kirstein of the Kruse Hardware 
Co., Cincinnati, Ohio, Who Also Emphasizes the 
Need of Carrying an Adequate Stock 


merchant realize the possibili- 

ties in the handling of auto- 
mobile accessories? This was the 
question recently asked Ben Kirstein, 
sales manager of the automobile ac- 
cessories department of the Kruse 
Hardware Co., Cincinnati, Ohio. Mr. 
Kirstein believes that the average 
hardware merchant does, “in a gen- 
eral way,” but he also believes that 
the average merchant is not taking 
full advantage of the opportunity to 
reap the profits from a well developed 
accessory department. 

The hardware merchant, he says, 
already carries hundreds of items in 
stock that sell direct to automobile 
owners, although these items are 
never considered as accessories. It 
would mean but a small additional 
outlay of capital and but little extra 


Dm the average hardware 


sales effort to establish a real, honest- 
to-goodness accessory business. The 
line is a clean, profitable one and 
offers unlimited opportunities for 
service, which, after all is said and 
d ne, is the only excuse for being in 
business. From the purely monetary 
angle, too, an accessory department 
should be a very important branch 
of every hardware store, and if a 
canvass were made of dealers now 
handling accessories, one would meet 
but few who have ever regretted put- 
ting these goods in stock. 


Feature This Line 


Mr. Kirstein says, however, that 
half-hearted efforts will never suc- 
ceed, even in the accessory business. 
To call four spark plugs, one spot- 
light, three fan belts, and a horn a 
stock of accessories is to stretch one’s 


imagination to the breaking point. 
He believes that the merchant taking 
up the line should get the advice of 
a real salesman and have his jobber 
make up a list of accessories that the 
jobber knows other hardware dealers 
are finding to be fast and profitable 
sellers. 

After the stock is ordered it will 
not do to put it back in the corner 
next to the nail bin. Bring it up to 
the front part of the store, make a 
good display, and by all means don’t 
be apologetic and halfway ashamed 
of the fact that you have decided to 
go after your share of the accessory 
business in your community. Tell all 
of the car owners in your vicinity 
about it, and let them know that the 
most enterprising merchant in town 
is wideawake and on the job. Tell 
them through circulars, through the 
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This shows the manner in which the Kruse Hardware Co. displays its stock of auto accessories. The importance of each item 


is fully emphasized when shown in this fashion 
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This is one way of showing many items in a somewhat limited space 


local papers, and by means of a show 
window display—any old way so long 
as you tell them, and keep oun telling 
them. 

If it is at all possible, put a young, 
ambitious fellow, preferably one who 
owns a car or knows something about 
one, in charge of the accessory de- 
partment. Allow a certain amount 
of capital for a well assorted stock. 
This need not be large, for your job- 


“* Just 


HE John E. Bassett & Co., hard- 

ware store is the oldest store in 
New Haven, Conn., and one of the 
most consistent of advertisers. For 
ten years the single-column “just 
talk” advertisements of this firm 
have come out regularly to prove 
that there is always something in 
the store to use as a subject. 

Each of these advertisements is a 
hint to the person reading it of some- 
thing he or she ought to have. When 
the time to think about chickens ar- 
rives there are suggestions in re- 
gard to poultry netting. In the fall 
one of these little advertisements 
mentioned ash cans and sifters. And 
here’s one that would serve equally 
well in hot or cold weather: 


THERMOMETERS 


Let dogs delight to bark and 
bite, 





ber does not expect you to buy him 
out. The idea is to turn your stock 
over. If your jobber is as sensible 
as he claims to be, it will be to his 
interest to have you buy often, even 
if you do so in small quantities. 
Appropriate a certain amount of 
cash for advertising purposes. This 
can be kept within reason and still 
do the work. Manufacturers or job- 
bers will furnish you with selling 


For ’tis their nature, see? 
But why should good thermom- 

eters 

So often disagree? 

As a matter of fact only bad 
thermometers, like bad dogs, 
disagree—but not the kinds we 
sell. It’s always interesting to 
know how hot or cold it is, and 
then it’s always a prolific source 
of conversation. Have you a 
thermometer you can swear by? 


Then followed several quotations 
and descriptions. One day under the 
heading: “DON’T GET BAGGY AT THH 
KNEES!” there appeared an editorial 
on the advantage of keeping one’s 
trousers pressed. Baggy trousers 
may indicate that you’ve fired your 
valet, or that you’re careless, or over 
religious, or simply poor and needy. 
A few dimes invested in good gar- 
ment hangers will give you that well 
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helps, display cards, circulars with 
your imprint, etc. Get the jobber’s 
salesman to keep you posted on new 
items, and keep your eye on your 
trade papers to see what is going on. 
The magazines and jobbers’ salesmen 
can give you many valuable hints as 
to window displays, stock arrange- 
ment, etc. 

Your sales should not be confined to 
the items you have on your shelves. 
Keep some reliable catalog on your 
counter and you will be surprised 
how the average auto fan will look 
through it, find something that 
st.ikes his fancy and have you order 
it for him. He may see the illustra- 
tion of an accessory in the catalog 
that he had once seen on a car, and 
the desire to possess one is at once 
reawakened in him. It is surprising 
what a percentage of the accessory 
business is handled in this way, and 
it is no less surprising the way this 
kind of service is appreciated, and 
how many steady customers are se- 
cured by this means. 


Legitimate Hardware Business 


Mr. Kirstein has long been sold on 
the idea that the hardware merchant 
is the logical distributor of automo- 
bile accessories. “Service After the 
Order” is the motto of the firm’s ac- 
cessory department, and that it is 
being religiously lived up to, and 
proving a profitable one, is attested 
by the fact that each year shows a 
very substantial increase in the busi- 
ness booked, until now the acces- 
sories branch is one of the most im- 
portant of the many departments of 
the house. 


Talk” Advertisements Pay 


groomed appearance you see in the 
magazine clothing ads, and will in- 
sure you a good position in the social 
and business world. We sell the 
hangers and they do the rest—while 
you sleep.” Then followed quota- 
tions. 

The advertisements as prepared by 
George K. Bassett are not particular- 
ly to bring in direct sales for the 
particular goods mentioned. But as 
they are read with interest there is 
a tendency for the hints offered to go 
home when the reader is in the mar- 
ket. The sales increase and the fact 
that advertising costs the store but 
2 per cent on sales is evidence enough 
that it pays. From time to time 
a particularly catchy or seasonable 
advertisement will be reprinted on 
tinted paper from the original set-up 
and the resulting circulars used as 
stuffers for statement envelopes. 




















May 25, 1922 


HARDWARE AGE 


Space and plenty of it is needed to display farm implements, and -the Hightstown Hardware Co. ce rtainly had enough at their 
recent exposition, as may be seen by this illustration 

















Selling Farm Implements by Invitation 
The Hightstown Hardware Co., Hightstown, N. J. 


Increased Sales of Farm Essentials and House- 


HOWS and demonstrations are 
more or less frequent in the re- 
tail hardware trade, but once in 

a while they prove so successful that 
they are worthy of recording. ‘This 
was true of the show recently given 
by the Hightstown Hardware Co., at 
Hightstown, N. J. This firm sent 
out 1502 printed invitations request- 
ing attendance to the company’s own 
farm implement show held on Satur- 
day, April 22, 1922. The 1500 went 
to farmers in Monmouth and Essex 
counties, while the other two were 
addressed to members of the HARD- 
WARE AGE editorial staff. 

The show was held in a newly ac- 
quired storage building formerly 
used as an auto garage and sales 
room. The main part of the building 
was given over to a complete display 
of farm implements including a trac- 
tion potato duster, tractor and horse- 
drawn disc harrows, cultivators of all 





hold Necessaries by Means of an Exposition 


sizes, tractors, farm trucks, poultry 
supplies, fencing and seeds. At one 
side as one entered the building was 
found a model bathroom and a model 
kitchen equipped in the most mod- 
ern fashion. To get to the main dis- 
play one had to go through the dis- 
play kitchen and directly past the 
bathroom. The idea is a good one. 
The majority of farmers who came 
brought their families. The women 
folks lingered in these model rooms, 
while the man of the house went on 
to tinker with the farm equipment. 


The Model Kitchen 


The kitchen contained a very clean 
and sanitary sink, a coal range, oil 
cook stove, a kitchen cabinet and a 
water heater. Just outside the kit- 
chen door was an electric vacuum 
cleaner and an electric washing ma- 
chine. Demonstrations on all of these 
kitchen necessities were going on 








from the time of opening at nine in 
the morning until a little after ten 
in the evening, which marked the 
close of the exposition. Two bath- 
room dummies were also made up 
and these showed different styles of 
bathroom equipment. 

J. Albert Priory, the proprietor of 
the Hightstown Hardware Co., was 
on hand to meet visitors and he was 
ably assisted by his sales staff and 
representatives of several leading 
implement manufacturers. 

Jesse H. Johnson, who has charge 
of window displays and advertising 
for the company, constructed a house 
front that suggested a cottage with 
a small two-step stoop of Colonial 
design. The house front was painted 
by Mr. Johnson on a canvas sheet 
and it had windows, roof and a door. 
It also boasted a real grass-sodded 
lawn on which was displayed a full 
set of garden tools. An artificial 














And here’s another view of the same display hall showing just about everything a progressive farmer needs 
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tree adorned with blossoms helped 
to set off the general impression of 
this house front. 

Nearly 1000 people attended the 
exposition and the volume of sales 
was exceptionally good. Indirectly 
the value of the show as a business 
builder has been proven by subse- 
quent sales. The building, which 
has a large storage space, is now 
used as a permanent display and 
sales room. 


Practical Demonstrations 


During the afternoon of the show 
several practical demonstrations of 
farm equipment were given on the 
road and in a nearby field. These 
were very popular with the farmers, 
as they gave them more graphic ideas 
on the workings of dusters, culti- 
vators and tractors. 

At noon time the road in front of 
the buildings was lined with cars of 
varying value and vintage, run- 
abouts, coupes, touring cars and 
trucks. A radio receiving set with 
loud amplifier was on duty every hour 
and served to entertain visitors with 
music and speeches picked up from 
the nearby broadcasting stations. 

The total population in the district 
covered by this hardware store num- 
bers about 2700, so it will be seen 
that the attendance was exceptional. 
Over 1000 circulars were distributed 
about the town and to customers who 
came in the store. 

The Hightstown Hardware Co. 
expects the new farm implement 
building to materialize into a big 
thing. This class of business has 
already been a large item with this 
firm. Last year $120,000 worth of 
implements alone were sold while 
trucks to the value of $100,000 were 
sold to farmers. The firm handles 
this business in a very interesting 
way and maintains separate service 
and sales departments. 


Exceptional Service Rendered 


Three salesmen are always on the 
road and it is their duty to keep in 
touch with the farmers. Two well 
qualified mechanics are out all day 
on service calls, not only to custom- 
ers who are having mechanical 
trouble but also visiting those who 
have bought equipment and who have 
not been heard from. The service 
men cover the territory regularly 
and stop in to see customers, asking 
if they can be of any service. Often- 
times they find a truck or tractor in 
need of minor adjustment. This is 


taken care of gratis and a card is 
left with the farmer which he may 
send in whenever he needs aid of 
any kind. 

A report on each call is made and 
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a letter of good will is sent to the 


farmer inviting him to use the 
service department whenever he 
desires. Prompt attention is given 


to all service calls for the farmer 
may be in a hurry. A prompt call 
and the repair quickly done makes 
him the store’s friend for life. 
Service calls often result in sales 
for other articles and often for addi- 
tional implement equipment. 

The salesmen do not depend on 
printed matter alone to bring results, 
but call on the prospect and arrange 
for a demonstration of the particu- 
lar implement at a time most con- 
venient to the farmer. These try- 
outs on the man’s own fields serve 
to line up sales very quickly. The 
farmer knows his own ground and 
the difficulties which must be over- 
come. Show a machine which 
lessens the work and which makes 
for speed and show it to him on the 
spot, and you have what might be 
termed the psychological moment to 
close a sale. 

The majority of sales on this 
class of equipment run into worth- 
while sums and time payments are 
generally requested. A contract is 
drawn and the farmer gives a de- 
posit or initial payment along with 
promissory notes to pay. a_ stipu- 
lated amount every thirty days. 
The purchaser of course must pay 
for insurance and must, if he lapses 
in payments, release the machine. 
Mr. Priory says that generally 
speaking he has had very little 
trouble on this score and has suf- 
fered practically no direct losses. 

While at the farm house the sales- 
men never overlook an opportunity 
to leave circulars on household ap- 
pliances with the farmer’s wife. 
This plan brings the store and it’s 
wares before the entire family. 


Monthly Demonstrations Held 


Aside from individual try-outs the 
company has made a practice of 
public demonstrations on farm im- 
plements and sends out notices to 
the farmers in the two counties it 
covers. These are held once a 
month and have resulted in many 
orders not only on the spot but 
during the month that followed. 

Mr. Priory is known personally to 
most of his customers as “Al.”’ They 
kiow that his business is run on a 
fair basis and that they will get a 
square deal every time. He says that 
farm equipment can only be sold 
through adequate and _ intelligent 
demonstrations backed up with the 
assurance that the manufacturer 
offers only the best material coupled 
with expert workmanship. Supple- 
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ment this with salesmen who know 
the line and who understand farm- 
ing, with capable and courteous 
service representatives and you have 
a good and profitable list of farmers 
as customers. 

It is the intention of the Hights- 
town Hardware Co., to run a farm 
implement exposition once a year at 
least—probably early in April. The 
exposition building will be utilized 
as a permanent all year display room 
for implements. A mailing list of 
farmers in the territory was made 
up three vears ago, and this will be 
used each month in order to remind 
the district of the exhibit and lines 
carried. 

The store sends out inquiries to 
customers regularly asking if any 
service is required on the tractor, or 
cultivator, purchased—and the date 
is given. This has kept the store in 
constant touch with customers who 
are of course prospects for other 
machines than those already in use. 

At certain seasons the farmer is 
busy from dawn until dark. At 
these periods the salesmen must use 
tact when making interviews. Often- 
times this busy time is the best time 
in which to sell the man equipment 
of a time saving nature. This pro- 
position must be studied carefully 
and the individual temperament 
given due consideration. 

Another interesting point in con- 
nection with the fairly good at- 
tendance at the exposition is the 
fact that the day on which it was 
held proved to be the first day in 
ten with any evidence of sunshine. 
For more than a week previous it 
rained steadily, making it practi- 
cally impossible for farmers to do 
much work in the fields. When 
Saturday came around fine, dry and 
bright, it was only natural that the 
tillers of the soil wanted to make 
the most of the afforded daylight. 
But they did not forget Al. Priory’s 
farm exposition. No, sir, they 
came at night; in fact, as soon as 
the sun went down the farmers 
began to file in. 

Mr. Priory had planned to have an 
aeroplane on hand. He was going 
to give all those whose purchases 
exceeded $300 a free ride at their 
own risk. Unfortunately, the pilot 
of the machine was taken ill and 
was unable to appear. But as this 
idea was not advertised, it caused 
no embarrassment on the day of the 
show. It was planned to feature the 
aeroplane ride as a surprise. This 
seems like just one more example 
of the ingenious ideas that can be 
linked up with a retail hardware 
dealer’s merchandising campaigns. 
What have you to offer? 
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Here are pictures 
of the three con- 
centrated displays 
found at the ex- 
position of the 
Hightstown Hard- 
ware Co., Hights- 
town, N.J. The one 
at the left shows 
a model kitchen 
fully equipped 
with modern con- 
veniences which 
tend to make the 
life of the farmer’s 


wife less laborious 
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At the right we 
see the model 
type of bathroom 
that appealed to 
the women visit- 
ors. You passed 
this on the way in 





This house front was 
painted in on a can- 
vas sheet As men- 
tioned in the story, 
it was very realistic 
in appearance. The 
cut gives you an idea 
of its display value 
The same layout 
would undoubtedly be 
very striking as a 
window display, with 
real grass sods as 
were used at the 
Hightstown Hard- 
ware Co. exposition 
It is original display 
like the one shown 
that creates favor- 
able attention from 
customers it makes 











them talk about your 


store 
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Taking Hardware Dollars from the Air 


The Present Day Craze for Radio Apparatus Offers 
The Hardware Merchant a New Field for Profit—Some 
Suggestions for the Firm Carrying This Popular Line 


By JOHN M. CLARK, JR. 


The Clark Hardware Co., 


Elizabeth, N. J. 

















Radio concerts are given by the Clark Hardware Co. and this is only one way in which the firm succeeds in interesting enthusiasts 


an unusual demand for copper 
~ wire in all sizes, both bare and 
insulated. Antenna insulators were 


Gian uns months ago we found 


also in demand, correspondingly 
crystal detectors, cardboard tubing, 
fixed condensors, headsets and other 
parts of crystal receiving sets. 
Influenced by this demand for 
radio supplies we put in a conserva- 
tive stock and arranged a window 
display of radio equipment. This at- 
tracted great attention and estab- 
lished a real, live radio supply trade. 
It was necessary at this time to 
double our stock of supplies in order 
to meet the ever increasing demand. 
We also installed a two-stage ampli- 
fying unit with loud speaker which 
was very effective in attracting cus- 
tomers to the store and in interesting 
them in purchasing sets and supplies. 
An operator in our radio depart- 
ment was the next step taken which 
proved satisfactory in giving expla- 
nations of wiring diagrams and any 
other information our customers 
might want in connection with radio. 
Printed cards of crystal receiving 
set hook-ups and a list of the parts 
carried by us were distributed, and 
this idea proved to have a direct ad- 
vertising value. Advertisements 


were run in the local papers describ- 
ing the make, quality and price of 
our equipment. These ads invited 
radio fans to our concerts to meet 
our operator and stated that he would 
be pleased to offer any assistance in 
construction of receiving sets. 

Through our different ways of ad- 
vertising many crystal sets were sold 
and several detector and two-stage, 
loud-speaking units. 


Radio Leads to Other Sales 


Usual articles of hardware such as 
ribbon, bar and string solder, solder- 
ing paste, alcohol torches, soldering 
irons, sheet brass, zinc, copper, brass, 
machine screws, brass wood screws, 
pliers, screw driver, hand drills, 
drills, cabinet hardware, wood stains, 
dye, shellac, varnish, brushes, escut- 
cheon pins, hinges and other articles 
too numerous to mention automati- 
cally present theselves to the mind 
of the radio supply buyer or en- 
thusiast. 


Construction Department for the 
Amateur 


A department consisting of a work 
bench, vise and complete tool equip- 
ment for the use of amateurs in con- 
structing their sets is open for their 


use at all times of the day. This has 
aroused considerable interest on the 
part of boys of all ages who other- 
wise would be unable to construct a 
set on account of the lack of tools 
and workbench. 

Our extension of this service en- 
abled us to sell quantities of parts of 
radio equipment, supplying hook-ups, 
antenna installation, information and 
tuning in sets. 

In erecting an antenna on our 
building we were troubled with an 
excessively powerful grind in the in- 
strument which was found to be 
caused by a telegraph ticker wire 
about 6 ft. from our antenna. By 
raising our antenna another 10 ft. 
this annoyance was eliminated. 

A suggestion to radio amateurs 
using a vacuum tube set is to use 
an amplifying tube with an extra 
2214-volt “B” battery as a detector 
tube. This will give decidedly better 
results. 

We have witnessed a few instances 
where a purchaser who purchases a 
vacuum tube and uses a new fully 
charged storage battery, burns out 
the tube by advancing the rheostat 
too far. This often happens in spite 
of repeated warnings. A good plan 
is to place a large colored tag on the 
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rheostat knot cautioning the user 
against advancing too far. A burnt- 
out tube is an expensive experiment 
and incidentally they are very scarce 
articles at the present time. 


Charging Batteries 


“A” batteries, commonly called 
storage battéries, can be taken care 
of by establishing a charging service, 
and by calling for and delivering 
them to people who have no means 
of conveying them to and from your 
store. By advocating the use of a 
hydrometer the amateur can keep 
himself posted as to the condition of 
the battery. This means another sale 
for the hardware store. 

The best means of grounding a set 
is to use a copper pipe strap attached 
to a water pipe which has been thor- 
oughly filed, scraped and cleaned. 
The strap should be attached as 
tightly as possible and all connec- 
tions should be soldered. 


Various Types Used 


Several styles of lightning switches 
and arresters are being used. We 
have had the largest sale and success 
with the vacuum lightning arrester, 
which is made in both interior and 
exterior types. 

These vacuum arresters require no 
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attention after installation, as is the 
case with the cumbersome lightning 
switches, which in order to be effec- 
tive must be thrown to the ground 
pole and which hazard the instru- 
ment and building if this is not done. 

Antannae, commonly known as 
“aerials,” are of many and varied 
types. The single wire antenna used 
extensively in connection with crys- 
tal sets is very effective. Three, 
four and six wire, also squirrel cage 
antennae, are used with vacuum tube 
and amplifying sets. The loop (in- 
terior) antenna is used frequently, 
but the exterior antenna gives the 
best results. 

Antennae should be well insulated 
at each end, lead in wire to be sol- 
dered and run through a porcelain 
tube on entering the building. 

Solid bare No. 14 copper wire is 
used, but we believe seven-strand 
No. 14 bare bronze wire has taken 
its place as the most effective wire 
for antennae use. Aluminum and 
tinned copper wire are also used to a 
certain extent. 


Types of Detectors 


Crystal detectors are of many 
kinds. Some operators use crystal 
and others use mounted crystal. All 
types of crystal detectors are sure to 


(al 


sell well with a price ranging from 
50 cents to $2.75. 

We had about three dozen bottles 
of nickel-plating solution which did 
not sell readily. These were placed 
in a case in the radio department and 
in one week’s time the stock was 
gone. Radio enthusiasts used it ex- 
tensively to nickel-plate brass han- 
dles, switch lever stops, binding 
posts, etc., on cabinets where it was 
found that nickel finish made a bet- 
ter appearance against a bakelite 
panel than did a brass or bronze 
finish. 

Another article which sold well 
was the automobile bulb box of wood 
with hinges and catch. We had about 
two dozen of these and they had been 
in stock for almost two years. Our 
operator set a panel in one of these 


-boxes and made a crystal set which 


we displayed. This resulted in a 
clearance of our stock of these boxes. 

The manual training department 
of the public schools in Elizabeth, 
consisting of about twenty individual 
departments, took an amateur radio 
receiving set construction as an ad- 
vanced subject over the regular form 
of manual training subjects. We 
found that by placing blue prints of 
sets of all classes, together with 
samples of parts and their prices, in 


























That radio apparatus may be regarded as an asset for the display window can readily be realized when one glances at this 
illustration showing what the Clark Hardware Co. did 
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the hands of the teachers of these 
departments, that it identified our 
concern with the pupils and their 
parents. This resulted in the teach- 
ers bringing lists of parts required 
by their pupils, and in a great many 
instances they brought the pupils 
themselves direct to us. On Satur- 
days when school is closed the boys 
visit us and purchase parts for their 
sets they are constructing for broth- 
ers or friends, and they were always 
welcome in our construction depart- 
ment. 


Advertising this Line 
The local theaters afford an oppor- 
tunity for direct radio advertising on 
the screens. Advertisements in pro- 
grams and a well-built, loud-speak- 
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ing, amplifying set complete with 
price card and including installation 
placed in a display case in the foyer 
of the theater will always give pub- 
licity to both you and the line. If 
you advertise in the program and on 
the screen the management of the 
theater will willingly allow a set to 
be placed in the foyer, where it will 
be an attraction for their patrons, 
as well as a direct advertisement for 


your store. 
Radio magazines, radio pages of 
newspapers, interesting incidents, 


photographs of sets, blue prints of 
sets and wiring diagrams, broadcast- 
ing programs placed on the counter 
or table in the radio department of 
the store are always observed and 
read. 
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We feel that we are in a position 
to advise other hardware firms who 
have not as yet taken on a radio de- 
partment that they can make no mis- 
take in investing substantially in 
equiment of standard advertised mer- 
chandise that is guaranteed to give 
satisfaction. We believe that this 
summer will witness a slight decline 
in radio sales, but that fall will -wit- 
ness increased sales and that there 
will be a steady trade for the com- 
ing winter. 

We are more than pleased with 
the success of our adventure in 
handling radio supplies in the hard- 
ware store and expect to retain a 
well-stocked radio department for 
the increased demands for radio in 
the near future. 





Direct. Sales to Consumers Condemned 


North Jersey Hardware and Supply Association Passes 
Opposing Practice of Some Manufacturers 


Resolution 


fTMHREE features characterized the 

May 16 meeting of the North Jer- 
sey Hardware and Supply Association, 
held at the Downtown Club, Newark, 
N. J., which distinguish the meeting as 
one of the most important of the year. 
The three features were: The appoint- 
ment of a committee by Sidney J. Mil- 
ligan, president of the association, to 
frame a resolution embodying the senti- 
ment of the retail hardware trade re- 
garding manufacturers selling direct 
to consumers. This resolution will be 
presented to the Metropolitan Associa- 
tion May 26 and if endorsed will be 
taken to the Pennsylvania & Atlantic 
Seaboard Association for presentation 
before the convention of the National 
Retail Hardware Association at Chi- 
cago in June. J. S. Whipple is chair- 
man of the committee. The second 
feature of the meeting was the unani- 
mous election of Sidney J. Milligan as 
a member of the executive committee of 
the Pennsylvania & Atlantic Seaboard 
Association, and the third feature was 
an address on analyzing Babson re- 
ports by Henry L. Holmes, vice-presi- 
dent of the Orange, N. J., National 
Bank. 

Minutes written by Arthur Manser, 
acting secretary at the previous meet- 
ing, were read by William F. Littell, 
Jr., secretary of the association. At- 
tached to Mr. Manser’s minutes was the 
report of the meeting published in the 
April 27 issue of HARDWARE AGE. 

Hoffman Potter, a guest at the meet- 
ing, was the winner of the attendance 
prize, a feature introduced for the first 
time at the last meeting by F. W. War- 
riner, chairman of the entertainment 
committee. 


Conditions Improving 


Stressing the fact that “business 


conditions are influenced by the way 
people feel,” Henry L. Holmes, vice- 
president of the Orange, N. J., National 
Bank, in the address of the evening 
stated that the trend of business to-day 
is continually improving. It should, 
however, be borne in mind, he said, 
that the period of rising prices extended 
from 1915 to 1920, a period of five 
years. 

“The duration of periods of action 
and reaction are approximately equal 
in economics as well as in physics,” Mr. 
Holmes stated. “Therefore, unless we 
have a very intensive and precipitous 
panic, which is decidedly improbable, 
it is only logical to assume that the 
period of deflation and stabilization will 
be as long in duration as was the period 
of inflated speculation.” 

Speaking on the subject of analyzing 
Babson reports, Mr. Holmes said that 
the common weakness in the logic of 
most statisticians is jumping to specific 
conclusions from broad generalizations. 
He credited Babson, on the other hand, 
with reaching conclusions by a sound 
process of deduction. In 1919 Mr. 
Holmes said, “Babson had the courage 
of his convictions and predicted the 
beginning of the period of deflation 
with uncanny accuracy.” 


No Attempt to Predict 


Mr. Holmes, however, made it clear 
that the Babson reports represent what 
he termed a “focus of all business re- 
duced to a common denominator. They 
do not represent,” he explained, “an 
attempt to forecast the prospects or 
tendencies in any one particular line of 
business.” 

Mr. Holmes then outlined the Babson 
methods of developing facts, of draw- 
ing conclusions from them and of ap- 
plying these conclusions to the general 





business policies. During his talk Mr. 
Holmes used a number of the Babson 
charts to illustrate his points and re- 
viewed business conditions from 1915 
up to the beginning of this year. 
Referring to the European situation 
he declared that, “until European 
finances are re-established on a sound 
basis bad business conditions will con- 
tinue to prevail over there and those 
same conditions will be reflected in the 
domestic markets of the United States. 
“We, as an industrial nation,” he 
said, “are directly affected by the finan- 
cial condition of Europe. The basic 
foundation of civilization is an eco- 
nomic foundation, and it is folly to 
regard Europe in any other light except 
as a decisive factor necessary for the 
maintenance of civilization.” 


Consult Your Bankers 


Mr. Holmes urged the North Jersey 
dealers to consult their bankers more. 
He said that business men are begin- 
ning to realize that the banker, through 
his contact with men engaged in every 
line of business, is able to give prac- 
tical and pertinent advice because the 
nature of his own business enables him 
to see general business conditions with 
a broader prospective. 

“The time to talk with your banker 
is before you get into financial trouble,” 
he said. “If it had been done more ex- 
tensively three years ago there would 
probably have been less exhaustive 
losses sustained by business houses dur- 
ing the recent period of liquidation.” 


L. H. Janes Passes Away 


Lewis Hyde Janes, secretary, Wire 
Goods Co., Worcester, Mass., died sud- 
denly last week in his fifty-sixth year. 
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Unique Method 


Increases 


Wire Cloth Sales 


H. F. Dismer, Washington, D. C., 
Has Built Up This Line Largely 
Because of Efficient Methods in 
Handling—Some Poultry Wire 


Suggestions from Connecticut 


ARADOXICAL though it may 
Pp be, we have found an efficient 

department in Washington, D. 
C. Of course, we had to go to a 
hardware store to find it, and that 
is what we did by going northwest 
from the Capital along Fourteenth 
Street until we reached the store of 
H. F. Dismer. This store is approxi- 
mately twice the size of the average 
city retail hardware store, catering 
largely to a suburban trade. 

The efficient department mentioned 
had no political connections, but it is 
concerned with restriction, for- it is 
the section of the store devoted to 
the sale of wire cloth. The depart- 
ment is exceedingly compact, and 
presents, as far as we know, a new 
method of handling this profitable 
and necessary line. 


A Worth While Idea 


This is the idea: He had a car- 
penter build a four-sided square rack 
measuring about 5 ft. in width. On 
each of the four sides were built 
shelves which tilted to the rear mak- 
ing a slight incline. This was just 
the thing for wire cloth rolls. Two 
sides of the rack are now devoted to 
black cloth and one side each to 
galvanized and copper finished wire 
cloth. As will be seen in the illus- 
tration, some of the shelves have two 
sections divided by a full-size parti- 
tion. On each side space is found for 
a complete set of price cards making 
it easy for the salesmen to quickly 
arrive at the cost to the customer. 

The slight tilt in the shelves makes 
it possible for the salesman to un- 
roll the cloth and measure it with 
ease. The edge of the shelf gives 
him a sure cutting guide and he does 
not obstruct the floor or have any 
difficulty in handling an otherwise 
awkward job. This rack also per- 
mits the Dismer store to display the 
full line of wire cloth in a small area 
of floor space. Previously it was 











H. F. Dismer, Washington, D. C., has evolved this rack for holding wire cloth, 


which is both sightly and efficient. 


Incidentally, one may see the convenient way 


in which rope is handled 


necessary to stack half a dozen rolls 
“somewheres” on the sales floor, to 
be knocked over and abused. Aside 
from these six rolls the stock was 
carried in the basement or store 
house but never in view or handy 
when wanted. Cutting shears are 
hung on a convenient hook. 

The use of this rack has saved con- 
siderable time and has, by virtue of 
the display effect it offers, increased 
the sale of wire cloth. The company 
now does an annual business rang- 
ing from $4,500 to $5,000 in wire 
cloth alone. 


Handling Poultry Netting 


About 500 miles north of the na- 
tion’s capital is the city of Danbury, 
Conn., famous for its hat factories 
and well supplied with hardware ne- 
cessities taken from the stocks of F. 
A. Hull Hardware & Plumbing Co. 
Milton F. Hull, secretary of the com- 
pany, will tell you of continual dis- 
satisfaction with the old method of 
handling poultry netting. The story 
is very similar to the experiences of 
H. F. Dismer with wire cloth, only 
a little more dangerous as poultry 
netting is liable to fly up and hit one 
in the face if it is carelessly stepped 
upon. 

Quite a while ago Mr. Hull de- 
signed a series of wall racks for hold- 
ing the rolls of poultry netting and 


guard netting. They were simply 
constructed and worked somewhat on 
the principle of the Dismer racks ex- 
cept that they had flat or level 
shelves. In place of the incline, Mr. 
Hull had a guard rail of wood that 
made it necessary for the cloth being 
unrolled to lay back and slide slowly 
over the guard. This can be seen in 
one of the pictures. These racks 
were built in the basement. 

The racks served very well for stor- 
age purposes, but Mr. Hull thought 
that there was stilf room for im- 
provement. He began to experiment 
with various types of home-made in- 
ventions and finally hit upon the one 
shown in the illustration. 

This wire vender, as it might well 
be called, has proved so popular that 
it has never been dressed up for party 
appearances. It is so useful that it 
has remained in its present state and 
location for some time. 


Advantages of This Device 


The machine has several advan- 
tages. To begin with, the roller on 
which the crank is found is fitted 
with a number of half driven nails— 
these are to catch the end of the net- 
ting. The other roller is removed 
and placed inside of the roll and then 
replaced on the machine and clamped 
into place. With the end of the wire 
caught on the protruding spikes the 
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Here is the unique and practical device used by the F. A. Hull Hardware & Plumbing 
Co. for measuring poultry wire 


wheel is turned until the measuring 
meter registers the desired length. 
The netting is snipped and the crank 
handle removed. The roller with the 
correct amount of wire on it is taken 
off the machine and the small roll of 
wire is removed. 

The netting has thus been rolled 
up, measured and cut on one opera- 
tion. It is all ready to hand over to 
the customer. Both rollers on the 


machine are wide enough to accom- 
modate the largest width of netting 
handled and are easily removed. 
This idea of Milton Hull’s needs 
very little praise as any hardware 
dealer can readily realize the tre- 
mendous advantage of such a device. 
It provides a safety measure coupled 
with economy and speed in the han- 
dling of netting, and has an appeal 
to the customer which will create re- 
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spect on his part. Respect of thig 
nature is more than liable to make 
him a steady customer, as a person 
likes to do business with a house 
that operates in an efficient way. 

This is the big season for sales in 
poultry netting, guard wire and wire 
cloth, and many dealers are laboring 
along handling this business in a ter- 
ribly old-fashioned, expensive and 
dangerous way. Why not give due 
consideration to the plans worked 
out by Dismer and Hull and see 
where the ideas may be applied, per- 
haps a little differently in your own 
store? 

However, you must not lose sight 
of the fact that efficient display 
methods alone will make sufficient 
sales. The method of handling can 
be a great help to you and to your 
salesforce, but the goods must be 
merchandised just the same. 

In the Dismer store the attention 
of all customers is called to the sup- 
ply of screen cloth. As the season 
for its use arrives Mr. Dismer sends 
out a personal letter suggesting new 
wire cloth for the old screen frame or 
a full set of new screens if needed. 
He quotes prices and offers his as- 
sistance in the selection of the proper 
kind. Whenever a new apartment 
house is built in his territory he 
loses no time in getting after the con- 
tractor and sews up a contract for 
screen cloth when selling the neces- 
sary builders’ hardware. 


This Danbury, Conn., firm also has a method of its own for handling wire cloth and poultry wire, as may be seen by these racks 
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Business Conditions in 


England Steadily Improving 


So Says S. Horace Disston of Henry Disston 
& Sons, Inc., in Interview Recently 
Given to Representative of Hardware Age— 
English Methods of Selling Hardware 


with a representative busi- 

ness man regarding hardware 
conditions in Europe, and he said: 
“Why don’t you talk to Horace 
Disston about this? He has just 
returned from a trip abroad and 
has made a special study of hard- 
ware merchandising in England.” 
The tip was a good one, and two 
days later I found myself in the 
Quaker City, en route to the big 
Disston plant. A little later I was 
ushered into Mr. Disston’s private 
office, and the interview was on. 
It was so interesting I can’t help 
passing it on to you. 

S. Horace Disston is a_ keen, 
forceful American business man. 
Trained to keep his finger on the 
pulse of business, he is admirably 
fitted to analyze conditions from a 
business standpoint. 

“About a month before I started 
abroad,” he said, “I began prepar- 
ing for the work ahead of me. I 
renewed past orders and corre- 
spondence, looked over maps, read 
almanacs and studied the trade 
journals of the countries I expect- 
ed to visit. I felt like a boy who 
had crammed for spring exams. 
Then, when I landed, I cast my 
book of knowledge to the winds and 
started out on a common sense 
basis of asking questions regard- 
ing any subject upon which I was 
uninformed. I wanted to learn how 
tools are sold in England. Our ex- 
port people used to talk tool dealer 
and ironmonger to me, but both 
these terms merely spelled hard- 
ware to my mind.” 


A FEW days ago I was talking 


Tool Dealers and Ironmongers 


“Then there is a difference be- 
tween the two?” I queried. 

“Indeed there is,” he answered. 
“Why, there is as much difference 
between the tool dealer and the 
ironmonger as there is between a 
strictly hardware jobber and a mill 
supply house in this country. The 


ironmonger handles a general line 
of hardware and housefurnishings. 
The only tools he carries are those 
sold to the householder. On the 
other hand, the tool dealer special- 
izes on hand tools of the better 
grade and to a greater or lesser 
extent handles machine tools as 
well. The tool dealers are the bet- 
ter merchandisers, with good stores 
and comprehensive displays. It’s 
the tool dealers who carry the good 
cutlery lines. Their windows are 
well laid out, and while usually full 
of goods, do not give the impression 
of being over done. One cannot 
help but gain the impression that 
England is a great consumer of 
hand tools. Some of the stores are 
likely to give a misleading impres- 
sion. The front part may seem 
small and unpretentious, but some- 
where in the back, upstairs or 
downstairs, there is an adequate 
stock. Other shops are more mod- 
ern and compare very favorably 
with the best types of stores in this 
country.” 
American Tools Displayed 

“Did you find many American 
tools on display?” I asked. “Yes,” 
he answered. “American tools were 
much in prominence in the tool 
stores. Standard brands of planes, 
hammers, breast drills, spiral screw 
drivers, socket wrenches, drills, 
saws and precision tools were much 
in evidence and favor. The Ger- 
man tools shown were mostly of 
the cheaper sort.” 

“Do you consider the clerks in 
the English stores good salesmen?” 
I queried. “Taken as a whole, they 
are,” he replied. “You can always 
count on the tool clerk knowing his 
goods. There was one thing I no- 
ticed, however, that amused me, a 
majority of the clerks wear linen 
dusters.” 

“Do the dealers take in very large 
trade territories?” I asked. “Well,” 
he replied, “I found cases where a 














S. Horace Disston 


number of them sent goods as far 
as the Gold Coast of Africa and 
also to India. Some progressive 
merchants, I would say, when retail- 
ers ship tools that distance from 
London. The larger dealers issue 
catalogs, which are circulated quite 
generally and bring in trade from 
some distance.” 

“How is the matter of pricing 
handled?” I broke in. “List and 
discount seem quite prevalent in 
England,” he replied, “‘and the cus- 
tomer is quoted by the clerk from 
the catalog, less the discount.” 


General Conditions Improving 


“How did you find general con- 
ditions?” I asked. “Much the same 
as here,” he answered. “However,” 
he continued, “I think England 
faces a period of much better con- 
ditions in the future.* English man- 
ufacturers are beginning to take 
an active interest in automatic ma- 
chinery. They are becoming more 
progressive than they were in the 
days before the war.” 

I glanced at the clock. It was 
nearly train time, and I had taken 
up nearly two hours of a busy man’s 
time. The interview was over. 


George Fifield Dies 


George Fifield, Fifield & Joy, Bar 
Harbor, Me., died suddenly in Boston, 
May 16, of heart trouble, in his sixty- 
eighth year. Mr. Fifield during the 
morning spent considerable time im the 
shelf hardware jobbing district buying 
merchandise, and later in the day made 
arrangements to visit relatives uptown. 
It was while on his way uptown that 
he was stricken, passing away before 
reaching the hospital. 
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Postal Efficiency Depends on You 


Loss and Breakage of 
Valuable Parcels in the 
Mails May Be Eliminated 
by Careful Wrapping— 
Post Office Department 
Holds Exhibits Showing 


How to Remedy 
These Faults 


OSTAL improvement week 
p which was recently inaugurated 
by the Post Office Department 
attracted a good deal of attention all 
over the country and brought out a 
number of interesting facts and sug- 
gestions about the postal service 
which the average man and woman 
is usually in the habit of taking for 
granted. 

The Post Office Department is 
probably one of the most efficient as 
well as one of the hardest worked de- 
partments of the federal government. 
In proportion to its importance and 
considering the service that it 
renders business it gets less credit 
than any other institution in the 
country. 

Exhibits Shown 

During the first week of May the 
post offices and sub-stations in all the 
states displayed exhibits showing 
some of the common faults and care- 
less mistakes which are Yepeated 
every day in mis-addressing mail, 
wrapping packages, and stamping 
envelopes and wrappers. The ac- 
companying illustration shows the 
display that was exhibited at the 
Times Square Post Office in New 
York City. 

At the Times Square office four 
men are kept busy every day re- 
addressing wrongly addressed letters 
and packages. This work is done at 
every post office in the country be- 
cause of laziness, indifference and 
carelessness on the part of people 
who could save themselves and other 
taxpayers needless expense by simply 
exercising more care in addressing 
their letters and parcels correctly. 


Merchandise Fair to Be Held 
in Chicago 

Another merchandise fair will be held 

in Chicago at the Coliseum, August 1 

to 12. The first one was held last year 

with an attendance of over 1000 buyers. 

This year a great increase is expected. 

















Hahibit in 
York City, 
common mistakes 


The same thing is true of the way 
in which parcels are wrapped. Every 
day packages and bundles which are 
sent through the mails break open 
because of careless wrapping. All of 
these packages have to be re-wrapped 
by some postal employee, who very 
often has to leave his regular work 
to correct somebody’s carelessness. 
This, of course, not only causes de- 
lay in the delivery of the poorly 
wrapped package, but it costs the 
government money, and when the 
government pays we all pay. 

There are more than 20,000,000 
letters every year which go to the 
dead letter office because of wrong 
addresses. Many of these letters 
are important business papers. The 
Department advises that “whenever 
you send any important document or 
package through the mails have it 
registered or insured.” 

Some of the suggestions made by 
the Department during the postal im- 
provement week were: 


“Mail early and often. Use only 


The fair will feature items to be sold 
from 5 cents to $5 and offers a splendid 
opportunity for the hardware store that 
features or realizes good sales from 
such items. Trade fairs are conducted 
on gigantic scales in foreign countries 
and these merchandising fairs are 
meeting with a ready response from 





Times Square Post Office, New 
which demonstrated some of the 
made in wrapping parcels 


of the best manufacture, eggs 
sending at all are worth crat- 
Prepare your packages 
securely. Address mail plainly and 
to street and number. See that the 
correct postage is paid when mailing. 
Don’t use small size envelopes. Place 
a mail box or slot at your door.” 

Postmaster General Work in in- 
augurating Postal Improvement 
Week broadcasted his address by 
radio from Washington. In this ad- 
dress he outlined the development of 
the Post Office Department from 1794 
to the present day. Speaking of the 
department with its quarter of a 
million workers, he said: 

“It is not run for profit but for the 
benefit of mankind. You may expect 
to get more than your money’s worth. 
It serves without distinction of per- 
sons, for it carries the poor man’s 
letter and parcel just as cheaply and 
promptly as the millionaire’s. In our 
constant striving for perfection, 
therefore, we bespeak your co-oper- 
ation.” 


crates 
worth 
ing well. 


buyers since they have been established 
in this country. 

From indications at this time the 
large Coliseum will be well sold out and 
a great many buyers will be present, 
especially as it is being held at the 
same time as the Chicago Pageant of 
Progress. 
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EDITORIAL COMMENT 


An Undeveloped Business Asset 


O hardware merchant who has taken an 
active part in a trade convention has 
ever failed to profit by an exchange of 
ideas with other merchants. Of recent 

years a greater realization of the benefits 
to be derived from trade conventions has 
come into being, which has resulted in larger 
gatherings, and at some of the state conven- 
tions the clerks have been invited to attend the 
sessions. 

The advantages of having clerks attend the 
conventions would seem too obvious to need any 
form of explanation, although it is admittedly 
impracticable for a merchant to close his store 
and take all of his clerks.with him. Yet if he 
takes only one or two, it makes for ill feeling 
among the other clerks in the store. If he takes 
his best men with him he naturally believes that 
his business will be in the hands of irresponsibles 
during his absence. 

The merchant is, therefore, forced to do one 
of two things. If he wishes to have his clerks 
represented at the convention he must either 
leave his business in the care of those who do 
not care or he must take with him men who 
regard the opportunity of attending the conven- 
tion merely as an excuse for a holiday. Conse- 
quently the majority of merchants go to the 
conventions alone. 

However, a partial solution to this problem 
has been found in the development of the store 
meeting. 

In many ways the store meeting is more valu- 
able to both the merchant and the clerk than the 
state convention. In the first place, it is smaller 
and more compact, which makes for greater 
freedom of discussion. The problems and propo- 
sitions presented at the store meeting are usually 
more concrete and intimate in their bearing upon 
the men and women who listen to them than 


those which are discussed at the state conven- 
tions. 

The need for more store meetings is perhaps 
greater to-day than it has ever been. Some au- 
thorities have stated, and limited investigations 
have corroborated their estimates, that of all the 
men and women behind the retail hardware 
counters in the United States at present between 
30 and 45 per cent of them were not in the hard- 
ware business at all before the war. 

If this estimate is correct, and it is undoubt- 
edly a close approximation of the truth, it in- 
evitably leads to the conclusion that there exists 
a very acute need for merchandising informa- 
tion of an elementary and constructive nature. 

The store meeting is the logical place to start. 
It is there that the traveling salesman can be 
of invaluable assistance to the merchant and his 
clerks by talking to them from his own experi- 
ence about selling, and by offering them the 
benefit of his technical knowledge of the line he 
handles. It is there also that the complications 
of turnover and overhead may be explained in 
detail, so that the importance of moving dead 
stock may come to be more fully appreciated. 

At the store meeting also the trade paper will 
assume a new value for both the merchant and 
the clerk to whom it presents the views and the 
news of the thinkers and the doers in the trade. 

The importance of developing the store meet- 
ing into a business asset for both the employer 
and the employee deserves the concentrated at- 
tention of everybody interested in the hardware 
business. 

It should be indorsed by the state and national 
conventions. Every facility at the command of 
the various associations throughout the country 
should be used to popularize the store meeting 
and place it once and for all upon a practical and 
permanent foundation. 
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Amendment to Sherman Law Urged 


American Supply and Machinery Manufacturers’ 
and National Supply and Machinery Dealers’ Asso- 


ciations Hold Annual Conventions at Atlantic City 


voring an amendment to the 

Sherman anti-trust law, which 
will remove the “hindrances and ob- 
stacles” to trade association activities 
established by the decision of the 
United States Supreme Court in the 
“Hardwood Case,” the American Sup- 
ply and Machinery Manufacturers’ As- 
sociation concluded its annual three 


A FTER indorsing a resolution fa- 





W. J. Radcliffe 


days convention at the Marlborough- 
Blenheim Hotel, Atlantic City, N. J., on 
May 10, following the election of Irving 
W. Lemaux, of the Indianapolis Brush 
& Broom Manufacturing Co., Indian- 
apolis, Ind., as president of the associa- 
tion to succeed N. A. Gladding, of E. C. 
Atkins & Co., Indianapolis. 

The resolution adopted reads as fol- 
lows: 

“WHEREAS, The Sherman law and the 
other anti-trust laws have proven most 
effectual in disrupting the great trusts 
and in that respect have performed a 
useful service to the country; and, 
whereas, these laws have been construed 
by the courts as applicable to many 
varieties of trade agreements intended 
for the improvement of the trade and 
commerce of the country and which are 
not calculated or likely to result in 
monopoly; and, whereas, these laws, so 
construed, have seriously hampered the 
efficiency of the great trade associa- 
tions of this country; 

“NOW BE IT RESOLVED: That this asso- 
ciation does hereby heartily indorse the 
efforts of Senator Edge of New Jersey 
to procure an amelioration of this situ- 
ation, and does earnestly recommend to 
Congress the enactment of suitable 


legislation which will remove the hin- 
drances and obstacles placed by the 
anti-trust laws upon trade associations 
whereby co-operation by them in many 


important fields of activity is prevented; 
“AND BE IT FURTHER RESOLVED, That 
the president of this association be, 
and is hereby directed to appoint a 
committee consisting of three members 
to take such steps as in their judgment 
may be proper to carry out the pur- 
poses of the foregoing resolution.” 


President Gladding’s Address 


In his opening remarks to the con- 
vention President N. A. Gladding re- 
ferred to the need for clarification of 
the Sherman law. He pointed out that 
if business men expect to have their 
voice heard in such matters they must 
go to Washington to impress their views 
upon the representatives in Congress. 

Following the secretary’s report, 
which dealt with details of association 
affairs, Capt. John W. Gorby of the 
Cyclone Fence Co., Waukegan, IIl., 
spoke on “How Some Have Solved 
Their Post-War Business Problems.” 

A. T. Simonds of the Simonds Mfg. 
Co., Fitchburg, Mass., spoke on “Busi- 
ness Cycles.” Among other things he 
said: 

“The man who makes money in the 
next twenty-five years is the man who 
has the greatest turnover; in other 
words, the man who has the least stocks 
on hand in the five years, follow- 
ing commodity price. That means 
that you have got to be alive as to your 
stocks. You have got to look after the 
best sellers. You have got to eliminate 
stock making or stop your stock clerks 
from putting in the poor sellers. You 
have got to do everything you can to 
make your business turnover fast. You 
have got to stop buying too far ahead, 
because we travel in waves. Almost 
everything in the world moves in 
waves. Your heart beats winter and 
summer, and most everything moves in 
waves and you are going, in my opinion, 
te have a short wave of prosperity 
followed by another depression. Those 
things all of us know have a cause, 
and Adam Smith, who wrote his book 
146 years ago, will tell you all about it.” 

Alvin M. Smith, Richmond, Va., sec- 
retary of the Southern Supply & Ma- 
chinery Dealers’ Association, talked to 
the manufacturers on some of the job- 
bers’ problems. 


Jobbers Discuss Problems 


Greatly increased cost of distribu- 
tion of mill supplies, due to overhead 
expenses which are out of proportion 
to the volume of business being done, 
was one of the subjects discussed at 
the meeting of the National Supply and 
Machinery Dealers’ Association at At- 
lantic City, N. J., on May 8, 9 and 10. 


It was stated that the average cost of 
distribution to-day is 23% per cent, as 
compared with a maximum average of 
25% per cent in 1921 and an average 
pre-war cost of about 16 per cent. 
Crannell Morgan of the Hardware & 
Supply Co., Akron, Ohio, retiring presi- 
dent of the association, stated in his 
opening address that signs of a resump- 
tion of business activity had created a 





Irving W. Lemaux 


more optimistic feeling among mil 
supply dealers. 

“The amazing reduction in the vol- 
ume of sales,” he said, “has been re- 
sponsible for an increase in the per- 
centage of selling expense. The volume 
of business done during the war years 
at very high prices enabled our mem- 
bers to keep their percentage of selling 
expense down to what might be a nor- 
mal average despite the increase in 
total expenses on every hand. We were 
able to pay higher rents, higher travel- 
ing expenses and salaries for salesmen, 
higher costs for hauling and higher 
rates of wages throughout offices and 
warehouses.” 


W. J. Radcliffe Heads Jobbers 


Concluding its convention Wednesday 
morning, the National Supply and Ma- 
chinery Dealers’ Association elected the 
following new officers: President, W. J. 
Radcliffe, E. A. Kinsey Co., Cincin- 
nati; first vice-president (chairman of 
machine-tool division), L. H. Swind, 
Swind Machinery Co., Philadelphia; 
second vice-president, B. H. Ackles, T. 
B. Rayl Co., Detroit; secretary-treas- 
urer, Thomas A. Fernley, Philadelphia; 
advisory secretary-treasurer, T. James 
Fernley, Philadelphia; executive com- 
mittee, F. Alexander Chandler, Chand- 
ler & Farquhar Co., Boston; H. C. 


(Continued on page 96) 
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Fred H. Young, Lake City, Fla., 

retiring president of the Southeast- 

ern Retail Hardware and Implement 
Associo jon 


ern Retail Hardware and Imple- 
ment Association, held in Chat- 
tanooga, Tenn., May 9 to 12, has passed 
into hardware history as one of the 
banner meetings of this great Southern 
association. While known as_ the 
“Southeastern” the association is in 
reality a co-operative organization con- 
sisting of the retail hardware associ- 
ations of the four States: Tennessee, 
Alabama, Georgia and Florida, each of 
which has its own set of officers. The 
convention represents a joint meeting 
of these four great Southern States. 
The choice of a place was a happy 
one as Chattanooga possesses ample 
facilities for taking care of the dele- 
gates and housing the big exhibit, while 
at the same time it offers wonderful 
scenic and historic attractions to visi- 
tors. Close by are the battlefields of 
Chickamauga, Missionary Ridge and 
Lookout Mountain, each with its mag- 
nificent monuments to those who fought 
and fell in the great Civil War. The 
city is typically southern, and with a 
full share of that hospitality for which 
the South is justly famous. It proved 
an ideal convention city. The sessions 
were held in the big Billy Sunday 
tabernacle, which also housed one of 
the most complete and comprehensive 
hardware exhibits ever staged in the 
South. President Fred H. Young dis- 
played his usual ability as a presiding 
officer and the fine hand of Secretary 
Walter Harlan was plainly discernible 


T= convention of the Southeast- 

















R. W. Hatcher, Milledgeville, Ga., and 


George Gray, Coshocton, Ohio 
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Decimal System of Packing and Pricing Urged 


Other Important Resolutions 
Adopted at Convention of 
Southeastern Retail Hardware 
and Improvement Association 
Held at Chattanooga, Tenn., 
May 9-12—Officers and 
Committees Chosen for 


Ensuing Year 


in the smooth, well ordered progress of 
both the sessions and the exhibition 
features. 


The Opening Session Reflects Optimism 

The opening session started prompt- 
ly at 2.00 p. m. Tuesday with President 
Fred H. Young in the chair and fairly 
radiated enthusiasm and good will. 

















“Bobbie” Boyd, Knorville, 
Tenn., Secretary of the Old 
Guard 


There was a stirring address of wel- 
come by Mayor A. W. Chambliss of 
Chattanooga, which was responded to 
for the dealers by R. O. Noojin, At- 
talla, Ala., one of the most eloquent 
speakers of the Southeastern Associ- 
ation. Frank Cassell, Louisville, Ky., 
also responded in a happy vein for the 
exhibitors, honorary and _ associate 
members. At the close of these ad- 
dresses short talks were given by vari- 
ous visitors and representatives of the 
trade press. 

Llew S. Soule, editor of HARDWARE 
AGE, spoke briefly along lines of better 
merchandising, putting especial stress 
upon the great need for teaching the 
retail clerks to become better merchan- 
disers. He also called attention to the 
great changes in the business of to-day 
over that of the past and stressed the 
necessity for merchants keeping in 
close touch with market and trade con- 
ditions. He expressed the belief that 
the turn had been reached, and that the 





R. O. Noojin, Atlanta, Ga., president 
of the Southeastern Retail Hard- 
ware and Implement Association 


Southeast faced a period of real pros- 
perity in the years to come. 

Following Mr. Soule’s talk, the Presi- 
dent introduced President E. M. Healey 
of the National Retail Hardware As- 
sociation; S. R. Miles of the National 
office; George M. Gray, Coshocton, 
Ohio, and R. W. Hatcher of Milledge- 
ville. He also took occasion to present 
the presidents of the four State associ- 
ations represented in the joint conven- 
tion. The last speaker introduced was 
J. R. Gamble, former president of the 
National Association, who spoke briefly 
along the lines of better merchandising. 
Mr. Gamble paid a high tribute to the 
editorial on “Business Morale” which 
appeared in HARDWARE AGE recently. 
He advised all the dealers to get a copy 
of it and read it thoroughly. The 
session closed promptly at 4.00 p. m. 

Secretary Harlan Reports Progress 

The Wednesday morning session was 
called to order at 10 o’clock by R. R. 
Woodall, president of the Alabama Re- 
tail Hardware and Implement Associ- 
ation, and immediately settled down to 
business. Secretary Walter Harlan 
read his report covering the activities 
of the association and his office during 
the past year, and his report reflected 
great progress. He announced the 
membership by States as _ follows: 
Alabama, 263; Florida, 235; Georgia, 
322, and Tennessee, 254, a total mem- 
bership of 1074. 
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Retiring President Fred H 
Secretary Walter Harlan of the South- 
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Left to right: Mrs. J. J. Witty; EZ. M. Healey, Dubuque, Iowa, president National Retail 
Hardware Association, and Mrs. Healey 


Mr. Harlan expressed an apprecia- 
tion of the attendance of traveling 
salesmen and announced that dues to 
these associate members of the associ- 
ation had been reduced to $2 per year 
instead of $5 as formerly. He called 
special attention to the service rendered 
by his office in securing men for the 
members, answering inquiries, etc., and 
in auditing of freight bills. He fur- 
ther announced that the exhibit would 
be open to the public of Chattanooga 
to meet the wishes of the exhibitors. 
The headquarters of the Southeastern 
Association, he reported, had been 
moved back from Jacksonville, Fla., to 
Atlanta, and was now at 701 Grand 
Theatre Building of that city. He 
closed with a resume of the vote taken 
concering the holding of separate State 
conventions in 1923. At the close of 
the report a motion was made that each 
State hold a two-day session in 1923, 
to be followed by a joint convention 
and exhibit at Atlanta. The motion 
was deferred for consideration later. 


Capt. Gorby Talks Turnover 

The feature of the session was an 
address entitled “Some Things I Have 
Learned About Quick Turnover and 
Maintaining Large Volume Sales,” by 
Capt. J. W. Gorby, director of research, 
Cyclone Fence Co., Waukegan, Ill. 
According to Capt. Gorby, the trade 
convention is a milestone in business 
progress. He declared that business 
faces a brand new set of conditions, 
and that business men must about face 
—must put themselves in the other 
man’s place. The secret of success, he 
said, lies in the ability to read the 
buyer’s mind and give him what he 
wants when he wants it. He declared 
that 99 per cent of merchants who at- 
tend conventions are successful, and 
he admonished members to take home 
with them a bigger, broader faith in 
business, and in the country as a whole. 
In the old days, he said, a sale was a 
fight between the buyer and the seller; 
to-day the prime essential of every 
merchant is that he retain the good 
will of the buyer. This he attributed 
to the conventions, which he main- 
tained help to wipe away inefficiency. 


National President Healey on Four 
Square Business 
The afternoon session was presided 


over by President T. A. Burke of the 
Georgia Retail Hardware and Imple- 

















T. G. Burke, Washington, Ga., and W. L. 
Hogshed, Toccoa, Ga., president and 
vice-president of Georgia Association 


ment Association, and the principal 
address was that of E. M. Healey, Du- 
buque, Iowa, president of the National 
Retail Hardware Association, on “Four 
Square Business.” 

President Healey said: “The old idea 
of business is past. Ethics and busi- 
ness are not things apart. The man 
who is in business for money alone 
lacks a proper sense of values. A repu- 
tation that commands respect and in- 
spires confidence is a business man’s 
most valuable asset.” He called atten- 
tion to the low business morale (so- 
called) during and following the war 
period, as reflected in the cancellation 
of orders after prices had tumbled from 
the peak. As the cancellations were 
general, he said, the result was less 
harmful than anticipated, but the fact 
remains that orders should be placed 
in good faith and 
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He declared that it was not right for 
the retailer to return goods shipped in 
compliance with orders, unless the seller 
consents. Shortages should be reported 
immediately. Violations of business 
confidence he branded as the worst of 
ethical breaches. 

The Thursday morning session was 
presided over by President C. M. P’Pool 
of the Tennessee Retail Hardware and 
Implement Association. It was largely 
a question box session in charge of W. 
O. Barrow, Bowden, Ga. There was 
considerable discussion regarding the 
value of the loose leaf price informa- 
tion service furnished by jobbers, and 
the general impression prevailed that 
the service was valuable. Other ques- 
tions discussed pertained to reducing 
overhead, increasing turnover, handling 
special sales, etc. Window trimming 
also came in for its inning, and price 
tags were commended for all displays. 
On the question as to the value of read- 
ing and studying trade papers, Mr. 
Barrow outlined his policy of carefully 
reading the trade magazines and then 
turning them over to the clerks for 
study. He declared that the man who 
doesn’t read his trade papers makes a 
great mistake. W. S. Raines, States- 
boro, Ga., declared that he had been a 
reader of HARDWARE AGE for thirty 
years, and couldn’t run his store with- 
out the help he derived from trade 
papers. 

The handling of toys in hardware 
stores was also talked over, and de- 
clared to be a very profitable venture. 
The balance of the question box session 

















Alexander Fall, Plymouth Cordage Co., 
Nashville, Tenn., and Harry 
Moore-Handly Hardware Co., Birming- 
ham, Ala., both of whom have been in 
the hardware business for over 50 years 


Jones, 


was devoted to selling various odd 
items of the members’ stocks, with Bar- 





filled in good faith. 
It was wrong for 
the merchant to can- 
cel, he said, but it 
was equally wrong 
for the jobbers 
and manufacturers 


to withhold  ship- 
ments after prices 
advanced. He said 
that jobbers com- 


plain that retailers 
pay too little atten- 
tion to terms, allow 














bills to run and take 
discounts long after 
the discount time. 


Left to right: Mr. Strugnal, Remington Arms Co.; J. W. 
Vaughan, Winchester, Tenn., and Fred Greer, Duncan & Greer, 


Newport, Tenn. 
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The last feature of the program at 
this session was a very instructive talk 
on the retail hardware store, by S. R. 
Miles, field service manager of the Na- 
tional Retail Hardware Association. 
Mr. Miles issued a chart and took up 
such matters as organization, store 
policy, employees, financing, account- 
ing, insurance, buying, selling, adver- 
tising, planning and stock management. 
It was a very practical talk and one 
well worth the close consideration given 
it by the delegates. 


Waddell Talks on Credits and 
Collections 

President L. C. Yaeger of the Florida 
Retail Hardware and Implement Asso- 
ciation, presided at the Thursday after- 
noon session, with B. H. Matthews 
handling the question box. The princi- 
pal talk at this session was that of W. 
C. Waddell, Greenville, Tenn., on “Col- 
lections and Credits.” 

The balance of the session was de- 
voted to the presentation of a plan for 
auditing freight bills, by Thomas E. 
Grady. 


R. O. Noojin Elected President 


The Friday session was devoted to 
general routine business including the 
election of officers. R. O. Noojin, At- 
talla, Ala., was elected president of the 
“Southeastern” with E. L. Almand, 
Social Circle, Ga., first vice-president, 
and W. V. Edenton, Jackson, Tenn., 
second vice-president. 

The various state association officers 
were elected as follows: ; 

Georgia officers: W. L. Hogshed, 

















Frank Gamble and J. R. Gamble, South- 
eastern Hardware Corporation 


Toccoa, president; 
Statesboro, vice-president; Walter Har- 





row as a decidedly capable auctioneer. 


W. GG. Raines, 
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Left to right: W. C. Waddell, Greenville, Tenn.; W. O. Barrow, Bowdon, Ga.: W. E. 
Johnson, Shapleigh Hardware Co.; R. L. Deck, Cornelia, Ga., and F. L. Long, Hardware 
Mutual Insurance Co. 


lan, Atlanta, secretary-treasurer, and 
A. L. Burdett, Atlanta, assistant-secre- 
tary. 

















Virgil Shepard, Atlanta, Ga., manager 
of the exhibition, and Charles X. Bal- 
four, Savannah, Ga. 


Executive Committee: W. O. Barrow, 
Bowdoin; R. A. Norris, Covington; J. 
W. Hammond, Griffin; R. P. Newton, 
Jackson; C. W. Truitt, Commerce, and 
Walter Harlan, Atlanta. 

Advisory Board: T. A. Burke, Wash- 
ington; E. L. Almand, Social Circle, 
and R. F. DeLemar, Hawkinsville. 

Southeastern: E. L. Almand, Social 
Circle; R. E. Jarman, Baxley, and R. 
F. DeLemar, Hawkinsville. 

Delegate to National Convention: E. 
L. Almand, Social Circle. 

Florida officers: D. J. Conroy, Jack- 
sonville, president; Charles A. Camp- 
bell, Clearwater, vice-president. 

Executive Committee: Dewitt C. 
Jones, Starke; Alva E. Hinckley, Apa- 
lachicola; E. W. Howlett, St. Augus- 
tine; W. E. Frost, West Palm Beach, 

and A. W. Bumby, 











Orlando. 
Southeastern: J. 
F. Bumby, Orlando; 
J. S. Meserve, St. 
Augustine; J. D. 
Cottrell, Leesburg. 
Advisory Commit- 
tee: L. C. Yaeger, 
Tallahassee; Fred 
Young, Lake City, 
and G. S. Meserve, 
St. Augustine. 
Delegate to Na- 
tional Convention : 
D. J. Conroy, Jack- 








Left to right: E. P. Johnson and Frank Cassell, Belknap 
Hardware & Manufacturing Co., and T. B. Smith, Chatta- 


nooga, Tenn. 


sonville. 
Alabama officers: 
A. J. Marshall, 


Marion, president; William H. Cum- 
mings, Huntsville, first vice-president, 
and A. T. Marchman, Dothan, second 
vice-president. 

Executive Committee: J. G. White, 
Uniontown; G. W. King, Alexander 
City; E. A. Barrow, McKenzie; Fred 
Bell, Anniston, and E. A. Newton, 
Florence. 

Executive Committee, Southeastern 
Association: J. B. Morton, Bessemer, 
and B. H. Matthews, Camden. 

Delegate to National Convention: A. 
J. Marshall, Marion. 

Tennessee officers: M. Richardson, 
Lawrenceburg, president; Ira B. Tay- 
lor, Trenton, vice-president, and Walter 
Harlan, Atlanta, secretary. 

Delegate to National Convention: 
C. M. P’Pool, Chattanooga. 

Southeastern: W. V. Edenton, Jack- 
son; C. M. P’Pool, Chattanooga, and J. 
M. Taylor, Winchester. 


Resolutions Adopted 


Among the resolutions adopted were 
a number which expressed appreciation 
for services rendered during the various 
sessions. These were extended to the 
City officials of Chattanooga; the retail 
hardware dealers of Chattanooga; J. E. 
Lovell, manager of the Patten Hotel; 
Capt. J. W. Gorby; E. M. Healey and 
S. R. Miles, president and service man- 
ager respectively of the national organi- 
zation. A resolution was also adopted 
by the Alabama association, which 
recommended that legislation be taken 
to require paint manufacturers ship- 
ping goods into Alabama to have each 
and every package labeled with a guar- 
anteed analysis. 

A number of recommendations were 
also approved relating to the impor- 
tance of stock turnover and costs which 
offered a number of suggestions for the 
dealers to use in connection with their 
buying and selling. 

The following important resolution 
was also adopted: 

BE IT RESOLVED, That we endorse the 
decimal system of packing and pricing 
items of hardware that are now packed 
and priced by the dozen and by the gross 
and that we do hereby urge its adoption 
by both merchants and manufacturers. 

Following the election of officers and 
the passage of the foregoing resolu- 
tions, the convention concluded and the 
delegates prepared to return to their 
respective businesses, 
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“Dollar Day Sale” Brings 200 Per Cent Increase— 
Fine Garden Tool Ad—Good Talk on Refrigerators 


Driving for Refrigerator Business 


No. 1 (2 cols. x 5 in.). 

In this ad sent us by the J. G. De 
Prez Co., Shelbyville, Ind., an effort 
is made to start early buying on re- 
frigerators and the fact that a model 
of a well-made refrigerator may be 
had for as little as $12 should have 
started things moving for the De Prez 
folks. 

This ad is well arranged, the copy 
is good and the price display stands 
out. Now is the proper time to drive 
hard on refrigerators. We suggest 
three and four-column copy to start 
with, later tapering to the double- 
column size. 


A Century of Hardware Service 


No. 2 (5 cols. x 11 in.). 

William A. Mode of the Delaware 
Hardware Co., Wilmington, Del., origi- 
nally used this copy as a half-page ad. 
The portion omitted from the reproduc- 
tion was devoted to a short sketch of 
the Delaware Co. from its founding in 
May, 1822, to the present day, tracing 





REFRIGERATORS 


AT THE J. G. DEPREZ CO.’S BIG BUSY STORE 


Right now is the time to get your 
Ma refrigerator, Start t 
with real economy by saving yc 

| food in a good retrig 
refrigerators are mos 
fy in the use of ice. Tn 
it] of hard wood triple li 
remain cold ob a smal! quantity o 
ice. We have thirty different pat- 
terns for your selection 












Remember It Is a Real Saving to Use a 
Refrigerator 
REFRIGERATORS at_____- $12.00 and Up 


The J. G. DePrez Co. 


18-20 PUBLIC SQUARE Shelbyville’s Greatest Store 
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1—Here is good sales talk on refrigera- 
tors coupled with an action-getting price 
range 















en eee” 


1822 


CD aS Oe 


Anniversary 
Celebration 


a ye 





1922 


U/L 





100th 





Cadeation 100 ~snees Asa 
Wilmington Institution 


100 years ‘of faithful and efficient service to the public is an achievement that 


we feel is quite enviable; and we are mi; 


proud in fact that we qre going to divide 
give on everything you purchase a 


ty proud of the ne. So 
le our profits with you. e are going to 


10% Discount During The Month of May 


Inetoad of the weual procedure of giving an ofttimes mcless souvenir that 
cast aside, we feel that our will appreciate more 
Koay tax Mhaal dussent of 10% eco altar on G8 prvchates ie mania oe 
, while out of the usugl line of procedure, will be far more gratify- 
ing and woeful. 





forget that this discount applies to to this month's besiness only sol 
xtethr he wl for eal a» $1000 onde et one of our Road 


Representatives may procure, 
pein eee It’s our way of showing ow 
customers who have made the Suiieal Granth of tis Gantnwe poole, 





DELAWARE HARDWARE CO. 


Iron, Steel And Automobile Accessories 


| N. W. Corner Second And Shipley S Sts. 





2—Announcing 100 years of hardware service and commemorating it by a 10 per cent 
discount to patrons 


its beginnings in a blacksmith shop to 
its present proportions. The Delaware 
Co. is the largest wholesale hardware 
firm in Delaware. 

The display portion of the ad (re- 
produced) is very well handled. The 
herald is a suitable symbol of an- 
nouncement and the service talk lead- 
ing into the 10 per cent offer is well 
written copy. The explanation of the 


offer as opposed to the giving away of 
“souvenirs” should make a real hit 
with local readers and is a hint to other 
merchants celebrating an event in con- 
nection with their business. 

We find nothing to criticize in this 
ad and much to praise, and it certainly 
was worth a half-page to announce the 
completion of 100 years of service to 
Wilmington folks. 
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2-qt. size Aluminum Double 


SPECIALS !||"*===* 
$1 
A Wonderful Value ™ 
Three Emerson Records 
worth ae wie, and 100 
Day, 
Day, 


$1 


A Perfeetly Wonderful 


Carpet Sweeper 
Big Galvanized Wash Tubs on Dollar 
and a 12-quart Galvan- Day, 
ized Bucket, both 
on Dollar 


“ $1 
$1 ~ 


SEE OUR WINDOWS 


—— 


At BIRCH’S 


3—Apart from making large sales of the 
articles here advertised, this ad increased 
regular business 200 per cent 




















How a Dollar Day Sale Paid 

No. 3 (1 col. x 20 in:). 

B. Birch of Birch’s Hardware ‘Store, 
Freehold, N. J., writes us a few lines 
in reference to a Dollar Day Sale held 
on April 26. We reproduce the ad 
and here are the results: Fifty-six of 
the combination wash tubs and buckets; 
114 six-quart kettles; sixty carpet 
sweepers; forty-six double boilers in 
addition to a 200 per cent increase in 
regular business. We'll say the ad 
pulled. The Birch store has been run- 
ning quarterly Dollar Day sales for 
two years. 


The Harmeny of Hardware 


may not appeal to the “musical ear” but it 
most deckledly does appeal to the “artistic eye.” 


Our Builders’ Hardware 


is guaranteed to “scale” up to the demands of the most 
exacting critic and te give a lasting “performance.” 


Hardware Trim 


ished in all “h 








f design, from “Jazz” 
to Pays mre finished in 4 polished “natural” brass 
or bronze, safded or. dull, * e surfacing, and in many 
beautiful varieties of * chromatic” color shading; cast 
e—— metal in both pjain and “sharp” cat 
patterns. 


Locks furnished with’ “key” changes unlimited. 


For Harmonious Hardware 


that will lend the final “touch” and “tone” 
to that new house of yours— 


st HOWARD =: 


4—The fellows who invented “Say It 

with Music” have nothing on Howard’s. 

In this builders’ hardware ad they are 
“Selling It with Music” 














HARDWARE AGE 


It is only fair to state, however, that 
the ad reproduced, while the entire 
announcement of the Birch store, ap- 
peared as part of a cooperative full- 
page ad, other merchants contracting 
for the balance of the space. The other 
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the general scheme of building design. 
A Lawn and Garden Broadside 
No. 5 (5 cols. x 15 in.). 
W. B. Lundy, adman for Burke & 
Wright, Waukegan, IIl., is responsible 





A well kept lawn will 





Tools for@="* 
Lawn :~“Garden* 





add to the appear- 





ance and a garden will reduce living costs 





Beacon 
A first-class mower 
for the money. Cylin- 
der has 3 blades. — 
Plain bearings. 
Price 14-inch . $7.50 
Priee 16-inch $7.95 i 








Direct from the 
Manufacturer 

Evsery machine we sell is stamped 
with the name and address of the 
Manufacturer on the casting. Never 
any trouble to get repairs. This is 
worth taking into consideration. 

Come in today and select the style 
of machine for your particular needs. 
Our prices are right 
FEDERAL 


end hearing, 16-inch $8.75 
RTY 

i fa ern, 16-inch $10.75 
Ball-bearing, 18-inch - $19.00 




















Bull bearing, 16inch . 912.50 
VICTORIA 
Pall bearing, 18ineh 913.25 


Everything for 


Lawn or Garden 
Wheelbarrows, Rakes, Hoes, Spades, 
Shovels, Cultivators, Lawn Trimmers, 


Grass Shears, Sickles, Lawn Seed, 
Garden Seeds, ete. Come in today. ST 














Semine “PHILADELPHIA” 


We handle the mower that requires the least 
ontiie ally ¢ 
Blades are superior to all others 


Style Graham All Steel 





GRATTAM 21 s 
YLE DERVEY 16 $11.25 
STYL# UNIVERSITY 16 $13.50 
STYLE UNIVERSITY 18 $13.75 


LAWN TRIMMER—An efficient and ¢ omer t lawn trimmer, $7. 75 


built for durability and service. Price, 


A mower for every purpose. Are you ready io buy ona) Come in to- 
day. Sav 


“Burke & Wright 








Garland 


The Garland is a bal!- 
bearing mover, 1)- 
inch wheels. Cylinder 
has 4 blades. A first- 
class mower at a 
moderate price 

16-inch —___._ #14.50 
Winch — 415.50 





Sw sh te use The e se 
constructed machines with their famons Vanad ater cl 


Style A All Steel 











e this advertisement for future reference. 


HARDWARE —————— 
118 Genesee Street 
Phone Lig 













5—A combination lawn and garden ad 
Here is a model for 


merchants reported results equally as 
satisfactory. 


“Selling It with Music” 


No. 4 (2 cols. x 5 in.). 

Here’s a novelty in builders’ hard- 
ware publicity by William Ludlum, the 
versatile ad expert of Howard’s, Mt. 
Vernon, N. Y. Mr. Ludlum succeeds 
in being original most of the time 
which is a large order for any adman 
to fill. 

He says of this ad that “he is selling 
builders’ hardware with music,” and 
the copy bears out his statement for it 
is the most “musical” copy we have 
ever seen on a hardware subject. 

There is more truth than poetry in 
the ad at that, for builders’ hardware 
must be artistic and harmonious with 


with special emphasis on lawn mowers. 
your mower publicity 


for this strong garden and lawn adver- 
tisement, and it is certainly a well 
handled drive for business at the psy- 
chological time. The _ illustrative 
scheme is fine! The angle cuts at top 
and bottom help the display wonder- 
fully. The mowers are carefully pre- 
sented by the text and prices, it will 
be noted, are quoted on all sizes. We 
class this a real sales ad for it tells 
the story completely. It should boom 
the mower business for Burke & Wright 
as well as create sales on all lawn and 
garden accessories. 


A. C. Lamson, Marlboro, Mass., re- 
tail hardware dealer, is to install one 
of the largest radio sets set up in New 
England in his store. 











































pe shel Rare ABP 
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MARKET REPORTS 


on TRADE CONDITIONS 
IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 
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Office of HARDWARE AGE, 
239 West 39th Street. 
New York, May 22. 


NE of the most interesting bits 
QO of news heard on the local hard- 

ware market was the report of a 
New York wholesale house covering 
sales for the past seven weeks. Ac- 
cording to the story, records show a 
marked increase on sales weekly. With 
the exception of the first and third 
weeks of this same period, each week 
showed larger sales than the corre- 
sponding week of either of the last two 
years. This may or may not be indi- 
cative of the general condition, but it 
is at least impressive of the fact that 
local business is making a big stride 
toward a firmer basis of operation. 

Spring goods are being bought by 
retailers in much larger quantities this 
past week. Weather indications point 
to-a continued warm spell almost any 
day, which means added stimulus for 
sales on garden necessities and the 
usual run of summer merchandise. 

There are a few more price changes 
announced this week, most of them 
being in the nature of slight declines. 

Local jobbers report the following 
price adjustments: Perfect handle 
screw drivers now take a discount of 
from one-third to 40 per cent off. 

Nicholson files take a discount of 60 
per cent. 

American or Arcade files now take a 
discount of 70 and 5 per cent. 

Cap screws take a discount of 75 and 
10 per cent. 

Set screws take a discount of 80 per 
cent. 

Semi-finished nuts, 9/16 and smaller, 
take a discount of 75 per cent. 

Larger sizes take a discount of 70 
per cent. 

Common carriage bolts, % x 6 and 
smaller, take a discount of 50 and 5 
per cent. Longer and larger, take a 
discount of 50 per cent. 

Machine bolts, % x 4, and smaller, 
tuke a discount of 55 and 5 per cent. 
Longer and larger take a discount of 
55 per cent. 

Lag screws take a discount of 55 per 
cent. 

Gate latches have declined 50 per 
cent. 

Awning eyes have declined from 81 
to 40 cents per gross. 


NEW YORK 


Match safes have declined 10 cents 
per dozen. 

Door mats have declined 5 per cent. 

Fruit jar wrenches have declined 10 
cents per dozen. 

Iron holders have declined 10 cents 
per dozen. 

Saw sets in some sizes have declined 
$2 per dozen. One style is reported as 
having advanced 75 cents per dozen. 

Box chisels have declined 35 per cent. 

Builders’ hardware has generally ad- 
vanced from 7% to 10 per cent. 

“ New prices have been given out on 
galvanized pails representing a 5 per 
cent advance. 

Knife sharpeners have advanced 75 
cents per dozen. 

Automobile Accessories.—With con- 
tinued good weather this should be a 
good line with the hardware trade, par- 
ticularly with stores located on or near 
main highways. Jobbers report fairly 
good business in replacement parts as 
well as for tool kits, bumpers, spare 
lamps, parking lights, spark plugs and 
general items. 

Awning Rope.—Consistently mild in- 
terest is being shown for awning rope. 
Jobbers report steady prices and ade- 
quate stocks. : 

Jobbers’ quotations, f.o.b. New York: 

Awning rope, 3/16 in., 37c. net per lb.; % 
in., 36c. per Ib. net; 5/16 in., 36c. per Ib. net. 

Bathroom Fixtures.—This is an ac- 
tive line at the present time. The large 

‘mber of new buildings for residential 
use has opened up a wide channel of 
distribution for bathroom fixtures, and 
jobbers report active inquiry and orders 
from dealers. 


Bolts and Nuts.—As mentioned in 
the lead of this market, local jobbers 
have announced adjusted prices for 
bolts and nuts. These are largely in 
the way of advances, as will be noted 
by the following corrected »quotations: 


Jobbers’ quotations, f.o.b. New York: 

Square nuts, No. 50, per Ib., 4 in., 19c.; 
5/16 in., 18¢c.; % in., 16¢c.: 7/16 in.. 15¢.; 
% in., 13c.; % in., 12¢c., and % in., 11le. 

Common carriage bolts, % by 6 and 
smaller, 50 and 5 per cent; longer and 
thicker, 50 per cent. 

Machine bolts, % by 4 and smaller, 55 
and 5 per cent; larger and thicker, 50 per 
cent. 

Semi-finished hexagon nuts. 9/16 and 
smaller, 75 per cent; larger and thicker, 70 
per cent. 

‘Tinners’ rivets, 60 per cent. 

Hexagon machine screw nuts, iron, new 
list, 50 and 10 per cent; brass, 4/32-14/20, 
75, 10 and 5 per cent, new list. 

Lock washers, 50 per cent. 















Toggle bolts, steel, bright finish, 60 per 
cent. 

Iron rivets, 60 per cent; solid copper 
rivets, 40 per cent. 

Stove bolts, 80, 10 per cent. 

Lag screws, 55 per cent. 

Builders’ Hardware.—At press time 
local jobbers have given out the infor- 
mation that builders’ hardware has been 
advanced from 7% to 10 per cent. A 
corrected list of these quotations will 
be published in next week’s HARDWARE 
AGE, as we are unable to compile a 
complete list for this issue, owing to lack 
of time, and the fact that jobbers have 
not as yet complete corrected lists. 

Cultivators—In the suburban dis- 
tricts dealers report good sales for cul- 
tivators. Jobbers say that it is an ac- 
tive line. Stocks seem adequate and 
prices have every indication of remain- 
ing unchanged. 

Jobbers’ quotations, f.o.b. New York: 

Cultivators, 3 forged steel prings, can be 
used as a hoe, weeder, etc., 4-ft. ash 
handle, $6.78 per doz. net. Same with 
wheel plow attachment, detachable handle, 
5 forged steel prongs, 4%4-ft. ash handle, 
$9.08 per doz. net. Cultivator, with ad- 
justable steel parts, 4 teeth, cold pressed, 
malleable iron socket, polished hardwood 
handle, 4 ft. long, $9.08 per doz. net. 
Garden cultivator, 18-in. wheel, with 1%- 
in. tire, consists of mold-board, sweep, 
reversible bull tongue rake and wrench, $2 
each net. Garden cultivator, 24-in. wheel, 
\% x \-in. rim cultivator, sweep, reversible 
shovel, 1% x 3% x 11-in. rake and wrench, 
$2.35 each, net. 


Grass Hooks.—Along with other 
spring lines grass hooks may be con- 
sidered with the active items of the 
present market. Prices show no indi- 
cation of changing, and stocks are 


ample. 
Jobbers’ quotations, f.o.b. New York: 
Grass hooks, Little Giant, $5.35 per doz 


Village Blacksmith, $5.65 per doz. Light- 
ning, $4.50 per doz English Plain Back, 
No. 2, $5.70 per doz. English Plain Back, 
No. 3, $6.10 per doz. English Riveted Back, 
No. 3, $7.70 per doz. 

Hose Clamps and Couplings.—Jobbers 
report fair sales in hose clamps and 
couplings, and seem well satisfied with 
the market status of these items. Prices 
are steady and stocks ample. 


Jobbers’ quotations, f.o.b. New York: 

Brass hose clamps, for 5g-in. hose, 42 
per doz. Steel hose clamps, for %-in. hose. 
37c. per doz. Clinching hose couplings for 
5g-in. hose, $2.65 per doz. Wrought brass 
hose couplings for %4-in. hose, $1.45 per 
doz. For %-in. hose, $1.45 per doz. For 
%-in. hos& $1.45 per doz. 


Hose Reels.—Business was fairly 
good in hose reels last week. Dealers 
are not buying in heavy quantities, but 
are buying steadily. Reports indicate 
that there will be no change in price. 
Stocks are ample. 
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Jobbers’ quotations, f.o.b. New York: 

Hose reess, all metal with channel steel 
frame, cast iron wheels, 9-in. corrugated 
steel drum, steel arms, enameled green and 
black, capacity 100 ft. %-in. hose, $25.25 
per doz, net. Same with steel rope, elec- 
trically welded together, japanned, galvan- 
jzed steel drum, diameter of wheel 21% 
in., length of handle 28 in., capacity 100 ft. 
of garden hose, $30 per doz. net. Same, 
all metal tubular frame, corrugated, gal- 
vanized steel drum, tubular steel wheels, 
enameled green, height of reel 21 in., capac- 
ity 100 ft., $42 per doz. net. Same with 
height of reel 24 in., 100 ft. capacity, $48 
per doz. net. 


Lawn Mowers.—This is one of the 
most active items in the spring goods 
lme. Prices are expected to remain un- 
changed. There seems to be no indi- 
cation of any shortage in spite of the 
fact that buying is very active. 


Jobbers’ quotations, f.o.b. New York: 

Lawn mowers, 3 blades, adjustable bear- 
ings, 8-in. side wheel, finished in pea green, 
gold striped, 10-in., $5 each net; 12-in., $5 
each net; 14-in., $5.30 each net; 16-in., $5.60 
each net; 18-in., $5.95 each net. Ball bear- 
ing lawn mowers, 3 blade, adjustable bear- 
ings, 18-in., drive wheel, finished in gold, 
aluminum and blue, 12-in., $6.35 each net; 
14-in., $6.70 each net; 16-in., $7.05 each net; 
104-in. raised open drive wheel, 4 tem- 
pered steel blades, reel 6-in. diameter, fin- 
ished in aluminum, gold and green, red and 
gold striped, $9.25 each net. Same, 16-in., 
$9.75 each net; same, 18-in., $10.25 each 
net; 20-in., $10.85 each net. 

Grass catchers, wire frame, adjustable 
heavy iron bottom, white duck, for mowers 
12 to 16-in., $10.53 per doz. net. Same for 
mowers 16 to 20-in., $13.13 per doz. net. 


Nails.—There seems to be no short- 
age of nails in the local market, in spite 
of the fact that the demand is what 
might be termed erratic. Prices given 
here represent average quotations, but 
it is said that prices vary in different 
parts of the city with different whole- 
sale houses. 


Jobbers’ quotations, f.o.b. New York: 

Wire nails, $3.35 base, per keg. Cut nails, 
$3.90 base, per keg. Coated nails, $3 to 
$3.15 base, per keg. Wire nails and brads, 
in small lots, 75 to 10 per cent off list. 

Roofing nails, per 100 lb., $7.25 for gal- 
paneer and $5.25 plain. This applies to 

= 35. 

Naval Stores.—As a general proposi- 
tion, the outstanding characteristics of 
the naval store market is fairly steady, 
buying in small quantities. Big buyers 
do not seem to be in the market to any 
noticeable extent. 

Prices to the retailer, f.0.b. New York: 

Turpentine in bbl., 87¢c. to 91e. Rosin, on 
a basis of 280 Ib. to a bbl., B grade, $5.25; 
D grade, $5.35; E grade, $5.40; I grade, 
$5.45; WW, $7.50. ad 
_ Pruning Shears.—This is an active 
line at present, with steady prices and 
ample stocks. 

Jobbers’ quotations, f.o.b. New York: 

Pruning shears, cast iron, steel blade, 
coppered wired coil spring, $4.65 per doz. 
net. Same, with malleable handle, flat 
springs, $8 per doz. California pattern, 
9-in, size, $8 per doz. Same, nickel plated, 
$14.70 per doz. Ladies’ model, nickel plated 
shears, $13.40 per doz. 

Poultry Netting Staples.—Along with 
general poultry supplies, the demand 
for netting staples is very active. 
Prices seem firm and jobbers appear to 
have adequate stocks for current needs. 

Jobbers’ quotations, f.o.b. New York: 

Poultry netting staples, 10-Ib. boxes, 7c. 
per lb. In 100-Ib. kegs, $5.75 per keg. 

Rope and Twine.—Continued im- 
provement in the rope and twine mar- 
ket is reported by local wholesalers. 
Jobbers’ stocks are apparently in good 
condition, but it is thought that the 
average retailer is running light. Prices 
appear steady. 
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Jobbers’ quotations, f.o.b. New York: 

Manila rope, No. grade, 18c. to 19%ec. 
per lb. Hardware grade, léc. per lb. Sisal, 
No. 1 grade, 15c. per Ib.: sisal, No. 2 grade, 
13c. per lb. Bolt rope, 20c. to 22c. per Ib. 

_Lath yarn, 13c. to lic. per lb. Jute wrap- 
ping twine, 20%c. to 25%c. per lb. India 
hemp twine, No. 6, 16c. to 18c. per Ib. 

Screens and Screen Doors.—With 
the weather getting warmer each week, 
the demand for screens and screen doors 
is taking active strides, and assuming 
fairly large proportions. Jobbers re- 
port that prices are firm and stocks 
ample. 

Jobbers’ quotations, f.o.b. 

Continental screens, No. 
doz.; 2233, $5.80 per doz.; 
doz., 2833, $7.20 per doz. ; 
doz.; 3033, $7.50 per doz. 

Competitor screens, No. 1, $4.30 per doz. ; 
2, $4.80 per doz.; 3, $5.80 per doz.; 4, $6.25 
per doz. 

All metal screens, No. 15, $5.40; No. 18, 
$6; No. 24, $7.05; No. 39, $9.55. 

Screen doors.—Continental, 2/6 x 61/6, 
No. 241, $18.14: No. 281, $19.30; No. 288 G, 
$24.60; No. 314, $27.50; No. 457 G, $22.65, 
all per doz. 

Screws.—Consistent interest con- 
tinues for screws with good local 
wholesale stocks. The new prices an- 
nounced in the lead of this market are 
listed in the following schedule. It will 
be noted that they do not represent any 
changes over the prices published two 
weeks ago, but concern other sizes and 
variety. 

Jobbers’ quotations, f.o.b. New York: 

Wood screws, iron bright, flat heads, 
82% per cent; iron bright, round and oval 
head, 80 per cent; iron blued, flat head 
(add 5 per cent to a net amount of in- 
voice), 82% per cent; iron blued, round 
head, 80 per cent; brass flat head, 77% per 
cent; brass round and oval head, 75 per 
cent. Extra discount quoted by local job- 
bers is 20 per cent. 

Machine screws, 60-10 per cent. 

Cap screws, 75 and 10 per cent. 

Set screws, 80 per cent. 

Screen Cloth.—This is also a very ac- 
tive line. Reports indicate that con- 
sumers are buying in good quantities. 
This is undoubtedly a direct effect of 
continued warm weather. Jobbers 
seem to be able to supply current de- 
mands, but stocks are reported as being 
none too plentiful. 

Jobbers’ quotations. f.o.b. New York: 

Black screen cloth, 12 mesh, $2.15 per 100 
sq. ft. net. 

Screen cloth of white satin finish and 
double zinc coated after weaving, 12 mesh, 
$2.64 per 100 sq. ft. Same, 13 mesh, $4.40 
per 100 sq. ft. 

Bright galvanized screen cloth with cop- 
per selvage, 12 mesh, $4.25 per 100 sa. ft.; 
14 mesh, $4.50: 13 mesh, extra heavy, $5.75. 

Spading Forks.—Suburbanites are 
beginning to dig up their lawns, which 
has brought out a demand for spading 
forks. Many farmers are in the mar- 
ket for shovels in half dozen lots. Job- 
bers report ample stocks and steady 
prices. 

Jobbers’ quotations, f.o.b. New York: 

Spading forks, 1l-in. angular tines, steel 
cap ferrules, 5 tines, wood D handle, bronze 
finish, $21.40 per doz. net. Same, 5 tines, 
malleable D handle, strap 


bronze finish, 
ferrule, $19.20 per doz. net. Same, 4 tines, 
4\,-ft. 


handle, bronze finish strap ferrule, 
$12.15 per doz. net. 

Sporting Goods.—A local wholesale 
house carrying this line reports the 
biggest baseball] equipment sales ex- 
perienced for three years. Many re- 
tailers also say that sales have been 
quite large. Interest is beginning to be 
shown for tennis goods and golf equip- 
ment is mildly active. 

Sprinklers.—Improved activity has 
shown itself for sprinklers during the 


New York: 
1833, $5.05 
2433, $6.20 
2837, $7.65 


per 
per 
per 
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past week. Jobbers report firm prices 
and adequate stocks. 

Jobbers’ quotations, f.o.b. New York: 
Galvanized sprinklers, 4-qt., $6.35; 6-qt., 
7.35; 8-qt., $8.15; 10-qt., $9.35; 12-qt., 
10.65; 16-qt., $13.45; all per doz. net. 
Roofing Paper.—Jobbers consider this 
an active line at the present time. 
Prices are steady and stocks ample. 

Jobbers’ quotations, f.o.b. New York: 

Roofing paper, 35-lb. roll, 79c. per roll; 
45-lb. roll, $1.30 per roll; 58-lb. roll, $1.70 
per roll. 

Hard felt, 60-lb. standard roll, 
roll; red sheathing paper, 36-in. 
sq. ft. in a roll; 25-lb. roll, 50c. 
and 30-lb. roll, 75c. per roll. 

Toys.—Outdoor toys, particularly 
juvenile vehicles, and playthings for 
use at the beaches, are being ordered 
by retailers in steady quantities. 

Trowels.—Along with other small 
garden hand tools, trowels are taking 
a very active part in the call for spring 
goods. Prices seem steady. 


Jobbers’ quotations, f.o.b. New York: 

Ladies’ flower trowel, heavy one-piece 
steel blade, 5%4-in., half polished and enam- 
eled maroon, stained handle, 85c. per doz. 
net. Garden trowel, 6-in. tinned steel 
blade, black enameled handle, riveted tang. 
75¢e. per doz. Florists’ trowel, heavy solid 
steel, 6-in. blade, half polished, riveted 
shank, hardwood handle,’ $1.15 per doz. net. 
Garden trowel, one-piece heavy cold-roll 
steel, 11%4-in. over all, blue finished, $2.15 
per doz. net. English pattern garden trowel, 
6-in. forged steel blade, polished and enam- 
eled, length over all 13% in., $2.25 per doz 
net. Garden trowel, 6 in., solid socket. 
forged steel, full polished, grip handle, 
$6.75 per doz. net. 


Turf Edgers.—A!though considerable 
interest has been shown on the part of 
retailers for turf edgers, sales have 
not yet assumed any large proportions. 

Jobbers’ quotations, f.o.b. New York: 

Turf edger, cast steel blade, bronzed fin- 
ish shank, 4%-ft. handle, socket style, 
$10.25 per doz. net. Same, shank style. 
$9.20 per doz. net. 

Window Glass.—The market for win- 
dow glass is said to be very firm. 
Local stocks seem ample for local 
needs. 

Prices to retailers, f.o.b. New York: 

A single, 84 to 87 per cent; B single win- 
dow glass, 85 tg 88 per cent; A double, 85 
per cent; B double, 87 per cent. List of 
March 1, 1913. 

Wire Goods.—This is also a very ac- 
tive line. Poultry netting is particu- 
larly in demand. Some jobbers report 
none too plentiful stock, and there are 
continued rumors of price advances and 
a shortage of stock. 


Jobbers’ quotations, f.o.b. New York: 

Poultry netting, galvanized after weav- 
ing, factory shipment, 50, 5 per cent; from 
New York stock, 45 to 50 per cent. 


$ 
$ 


$1.40 per 
wide, 500 
per roll 


Poultry 
netting, galvanized before weaving, factory 
shipment, 50-10-5 per cent. 

Square mesh wire cloth, 2 x 2, New York 
stock, $4.75 to $5 per 100 sq. ft. 

Wireless Equipment.—It is thought 
that the months of July and August 
will witness a slackening of the very 
heavy demand for all kinds of wireless 
equipment and parts. There is, how- 
ever, no early indications of any such 
decreased activity that can be noticed 
at the present time. Dealers are still 
unable to secure sufficient parts to meet 
the consumer demand. 

P. S.—Galvanized sheets are now in 
active demand both throughout the city 
and in the suburban districts. Local 
jobbers are. quoting 28-gage galvanized 
sheets at $5.25 per 100 lb. and black 
sheets, same gage, at $4.25 per 100 lb. 





Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago, Ill., May 20, 1922. 


HE hardware markets do not 
| differ from those of other indus- 
tries and they vary as certain 
fundamental factors vary. Naturally, 
hardware prices follow the ups and 
downs of the steel and iron markets 
and the changes are reflected into 
finished hardware as the basic ma- 
terials are affected. It may be the 
large demand or the shortage of coal 
that causes prices to rise all along the 
line. But whatever the cause of an 
advance or a decline in basic materials, 
the finished goods will have a tendency 
to reflect either the advance or decline 
at a later period. 

What is true of the Chicago market 
to-day is true of other markets, and 
that is that the period of declining 
prices is passed, for the present. It 
is no longer a question of how much 
hardware merchandise is going to be 
reduced but how much advance will be 
tacked on to it, if any. For the past 
few weeks there have been no reduc- 
tions and the only changes reported 
have been advances. This has given 
the buyers in this district a feeling 
that the bottom has been reached and 
orders have shown’ improvement. 
There is however a marked skepticism 
on the part of buyers and there is an 
unwillingness to buy in anything but 
necessary quantities. 

The result has been that merchants 
have been disappointed in not being 
able to replenish their stocks as quickly 
as they wanted. The manufacturers at 
the start did not estimate as large a 
demand along certain lines and their 
judgment seemed to be confirmed by 
the small orders placed by merchants 
and their apparent unwillingness to 
buy. But as the seasons opened up 
the demand has in some cases depleted 
stocks and curtailed profits which 
would have been made had a more gen- 
erous attitude been taken in the plac- 
ing of early orders. 

Local firms report that orders taken 
on the road are better than last year 
and the future orders show a very 
optimistic attitude of out-of-town mer- 
chants. So it is not expected that fall 
will show stocks so nearly depleted as 
they have been in certain lines this 
spring. 

Last week we reported shortage on 
barb wire, wire and staples and this 
week still finds the local distributors 
with plenty of back orders on hand al- 
though it is hoped the increased ship- 
ments from the mills will do much to- 
wards getting these stocks into shape 
within the next two weeks. It was also 
thought that a shortage of nails would 
be experienced and while most firms are 
shipping out more than they are re- 
ceiving from the mills, nevertheless 
there is confidence that stocks can be 
kept in respectable shape. 

The coal situation has been given as 
the reason for advances in iron and 
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steel prices which have been reflected 
in hardware lines. Heavy building 
operations and_ increased activity 
throughout the country have been ad- 
vanced as additional reasons so further 
advances would not come as a very 
great surprise. The present coal mar- 
ket is classed as nervous and buying 
has been moderate as non-union produc- 
tion has even gained since the strike 
was called and at present there has 
been no fear expressed that plants will 
have to close down if the strike is pro- 
longed. 

The much advertised steel merger 
tends to show that industry is moving 
westward and naturally Chicago is be- 
ing placed in the center of large activi- 
ties along this line, so the indication 
of these markets will have much to do 
with general business conditions here. 
The hearings of the Pittsburgh Plus, 
thus far, have brought out evidence 
that manufacturers and fabricators in 
this territory are at a considerable dis- 
advantage and it has been predicted 
that the Plus system will eventually 
be done away with, regardless of the 
decisions of the commission. 

Agency reports emphasized the in- 
creased activity of steel industries in 
this section and dwelt at length upon 
the uneasiness of manufacturers who 
were concerned over their ability to 
get all the raw material they needed 
in proper season. Building permits 
numbered 275 last week with a value 
of $5,000,000 against 151 for the same 
week last year with a value of 
$1,000,000. 

Good weather has been an important 
factor in starting sales for seasonable 
goods which have moved rather slowly 
out of jobbers’ stocks due to the late- 
ness of the season. This last week saw 
some healthy activity in shipments of 
merchandise in demand at this time. 

Regular weekly and monthly sales 
are becoming a fixed institution with 
a great many hardware dealers in this 
section. They have begun to appre- 
ciate their ability to bring in extra 
cash and new patronage. The hard- 
ware stores that have taken up radio 
supplies are very enthusiastic over the 
business they have gotten to say noth- 
ing of the additional profit. The hard- 
ware store is the logical place for these 
supplies and the merchant who is not 
selling the line is letting some neigh- 
boring dealer increase his own sales 
with little effort. 


Automobile Accessories.—Business 
is picking up and both city and country 
orders are showing a noticeable in- 
crease. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 46 Reliable jacks, $2.65 each: 
lots of 10, $2.55 each; Twin-cylinder foot 
pumps, $1.35 each; doz. lots, $15: Simplex 
jacks, No. 36. $1.75 each; doz. lots, $1 6 
each; Weed chains, single lots, 25 per cent 
discount; doz. lots, 33144 per cent discount; 
red inner tubes, 30 x 3%, $1.90 each; gray 
inner tubes, 30 x 3%, $1.35 each; Hercules 
giant plugs, 60c. each; Hercules junior 
plugs, 35c. each; Bethlehem spark plugs, 
36c. each; Bethlehem spark plugs, mica 
type. 60c. each; Bethlehem spark plugs. 
standard porcelain type, 58c.; Splitdorf 


May 25, 1929 


plugs, 58c, each; lots of 100, Sc. each; 
Splitdorf plugs, special for Fords, 5c. each; 
lots of 100, 48c. each; Champion X plugs, 
45c. each; lots of 100, 43c. each; Champion 
O plugs, 53c. each; lots of 100, 50c. each; 
Ford fan belts, extra quality, 22c. each, 

Axes.—Orders for fall delivery are 
coming in increasingly better volume. 
There has been no change in prices. 

We quote from jobbers’ stocks, f.ob, 
Chicago: First quality single bitted un- 
handled axes, 3 to 4 lb., $11 base: double 
bitted, $16 doz, base; good quality black 
unhandled axes, same weight, single bitted, 
$10 base: single bitted handled axes, $11.75 
to $19 per doz., according to quality and to 
grade of handle. 

Bicycles and Tires.—Sales now show 
slight improvement. Dealers have, 
however, bought as far as_ possible 
where bargains were offered. 

Binder Twine.—Orders are coming in 
fairly well and prices seem to be steady. 


We quote from jobbers’ stocks, f.ob. 
Chicago: Sisal and standard, 10c. per Ib.; 
standard manila, llc. per 1b.; 600 ft. man- 
ila, 12c. per Ib.; 650 ft. manila, 12'4c. per 
lb.; pure manila, 13c. per Ib. 

Bolts and Nuts.—No advances have 
been reported in this market and de- 
mand is fair, although some makers 
are talking of further advances. 

We quote from jobbers’ stocks, f.0.b 
Chicago: Large carriage bolts, 50-10 per 
cent off list; small carriage bolts, 609-5 per 
cent off list; large sized machine bolts, 
60-5 per cent off list; small sized machine 
bolts, 60-10-5 per cent off list: all stove 
bolts, 80 per cent off list; all lag screws, 
60-5 per cent off list, 

Builders’ Hardware.—The volume of 
business continues large and is in ex- 
cess of manufacturers’ capacity. 

Copper Rivets and Burrs.—Sales are 
increasingly active with no _ price 
changes announced. The present prices 
are just about on a pre-war basis. 

We quote from jobbers’ stocks, f.ob. 
Chicago: Copper rivets and burrs, 59 per 
cent discount. 

Chains.—Improvement has been 
noted in all seasonable chains, such as 
halter, tie-out, porch-swing, etc. Prices 
continue at the same levels. 

We quote from jobbers’ stocks, f.ob. 
Chicago: %-in. proof. coil chains, $8 per 104 
Ib.; weldless coil chain, 59-10 per cent off 
list; No. 00, 4% electric welded cow ties, 
$2.65 per doz. 

Clipping and Shearing Machines.— 
Sheep shearing machines are still in 
good demand and will continue so for 
several months. Sales are considered 
normal. 

We quote from jobbers’ stocks, f.o.b 
Chicago: Stewart No. 1 ball bearing clipping 
machine, enclosed type, list $12.00, top 
plate $1.00, bottom plate $1.50. Trade dis- 
count, 25 per cent. ‘ 

Stewart No. 9 ball bearing shearing ma- 
chine, list $18.50, trade discount 25 per 
cent. . 

Horse clipping attachment for shearing 
machine, list $7.50. Sheep shearing attach- 
ments for clipping machine, list $11.50 and 
$13.00 trade discount 25 per cent. 

Cutlery.—Sales are moving along 
satisfactorily and _ prices continue 
steady with no recent changes. 


Eaves Trough and Conductor Pipe— 
There has been no change in this mar- 
ket, although higher prices are not un- 
likely. 

We quote from jobbers’ stocks. f.o b. 
Chicago: 29 gage, 5-in. lap joint eave 
trough, $4.30 per 100 ft.; 29 gage, %-!n a 
rugated conductor pipe, £4.59 per 100 ts 
8-in. corrugated conductor elbows, $1.56 per 
doz, 
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Files.—Prices are firm and there is 
a good demand. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: American files, 70 per cent off list’ 
Nicholson files, 50-10-10 per cent off iist; 
Disston files, 50-10-10 per cent off list; 
Black Diamond files, 50-10 per cent off list. 


Galvanized Ware.—Continued heavy 
orders of galvanized ware are testing 
jobbers’ stocks. Tubs and pails are 
moving fast. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Galvanized tubs, Standard No. 0, 
$4.40 per doz.; No. 1, $5.35 per doz.; No. 2, 
$6.00 per doz.; No. 3, $7.00 per doz.; me- 
dium grade heavy galvanized tubs, No. 
1008S, $8.50 per doz.; No. 200S, $9.50 per 
doz.; No. 3008S, $10.50 per doz. 

Common galvanized pails, 8-qt., $1.65 per 
doz.; 10-qt., $1.85 per doz.; 12-qt., $2.00 per 
doz.; 14-qt., $2.30 per doz.; common gal- 
vanized stock pails, 16-qt., $4.00 per doz.; 
18-qt., $4.75 per doz. 


Glass and Putty.—Sales have slowed 
up to some extent, but still continue 
in good volume. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Single strength A and single 
strength B, up to 25-in, bracket, 86 per cent 
off. Single strength A and single strength 
B, over 25-in. bracket, 85 per cent off. 
Double strength A, all brackets, 85 per cent 
off. Double strength B, all brackets, 87 
per cent off. Putty in 100-lb. kits, $3.65; 
commercial putty, $3.60; glaziers’ points, 
Nos. 1, 2 and 3, one doz. packages, 65c. 

Hatchets.—Cheaper grades are con- 
sidered exceptionally low in price, and 
sales have been very good with firm 
prices. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Size 2, extra quality broad 
hatchets, $16 doz.; Competitive grade, $12 
doz.; warranted shingling hatchets, $12 
doz.; Competitive forged shingling hatchets, 
$8 doz. 

Hammers.—Improvement in _ sales 
still continues and no early revision 
of prices is expected. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 11% first quality nail ham- 
mers, $12 per doz.; Competitive forged nail 
hammers, $6 to $9 per doz.; cast steel ham- 
mers, $4 per doz. 

Hickory Handles.—The present low 
prices continue and sales are unusually 
good. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, $3 

.| No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special white 
growth second hickory, $4.50 doz.; No. 1 
hatchet and hammer handles, 80c. doz.; 
second growth hickory hatchet and ham- 
mer handles, $1.20 doz. 

Hose.—Due to the light demand at 
the start of the season, sales were slow 
in starting, but demand has greatly in- 
creased and factories are now some- 
what behind on orders, although job- 
bers’ stocks are in good condition. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in. molded reel hose, good 
quality, 13%c.; %-in. 3-ply good quality 
duck hose, 13%c.; %-in. 4-ply good quality 
duck hose, 16c. 

Ice Cream Freezers.—Sales are fair 
at the start of the season. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: White Mountain, 1-aqat., $2.45 each; 
$2.85 each; 3-qt., $3.45 each; 4-qt., 
each: 6-qt., $5.25 each; 8-qt., $6.75 
; 10-qt., $9.00 each; 12-qt., $10.80 each. 
Improved Arctic, 1-qt., $1.90 each; 2-qat., 
$2.20 each; 3-qt., $2.72 each; 4-qt., $3.40 
each; 6-qt., $4.30 each; 8-qt., $5.55 each. 


Ice Skates—Salesmen are taking 
orders for future delivery at prices 
showing a decline of about 15 per cent 
over last year. 


We quote from jobbers’ stocks, f.ob. 
Chicago: Key clamp rocker, men’s and boys’ 
bright finish, $.70 per pair; key clamp 
hockey, $1.03 per pair; half key clamp 
hockey women’s and girls’, $.96 per pair; 
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half key clamp hockey, women’s and girls’, 
$1.26 per pair. 

Lawn Mowers and Grass Catchers.— 
The demand has been increasing with 
unusually heavy sales last week. It is 
reported that jobbers’ stocks are 
broken. 

We quote from 
Chicago: 12-in., $5.20 each net; 14-in. 
$5.50 each net; 16-in., $5.85 each net; 18- 
in., $6.20 each net. Ball bearing lawn 
mowers, 4 blades, adjustable bearings, 8-in. 
drive wheel, finished in gold, aluminum and 
blue, 14-in., $7.50 each net; 16-in., $7.80 
each net; 10%-in. raised open drive wheel, 
4 tempered steel blades, reel 6-in. diameter, 
finished in aluminum, gold and green, red 
and gold striped, $9.50 each net. Same 
16-in., $9.95 each net; same, 18-in., $10.45 
each net; 20-in., $11.15 each net. 

Grass catchers, wire frame, adjustable 
heavy iron bottom, white duck, for mowers 
12 to 16-in., $10.53 per doz. net. Same for 
mowers 16 to 20-in., $13.13 per doz net. 


Nails.—Sales have been very good 
and due to condition of the mills, job- 
bers’ stocks are somewhat lower this 
week, but it is hoped that shipments 
from the mills will build up to stocks. 

We quote from jobbers’ f.ob. 
Chicago: Common wire nails, per 
keg base, 

Oil Stoves.—Sales are reported to be 
increasing and the opinion is held that 
this should be a good season. 


We quote from jobbers’ stocks, f.ob. 
Chicago: 2-burner, less shelf, $10.85 each; 
3-burner, less shelf, $14.25 each; 4-burner, 
less shelf, $18.00 each; 2-burner shelf, $3.50 
each; 3-burner shelf, $4.25 each; 4-burner 
shelf, $5.00 each. 

Paints and Oil.—No change in lin- 
seed oil prices was noted during the 
last week. Turpentine was reduced 1 
cent per gal. 

We quote from jobbers’ 
Chicago: Raw linseed oil, 1 to 4 barrels, 
$1.08 per gal.; boiled linseed oil, 1 to 4 
barrels, $1.10 per gal.; raw linseed oil. 5 
barrels or more, $1.04 per gal.; boiled lin- 
seed oil, 5 barrels or more, $1.06 per gal., 
less 1 per cent 10 days. Turpentine, $1.02 
per gal. (in barrels); Denatured alcohol 
in barrels, 42 cents per gal.; strictly pure 
white lead, 100 Ib. kegs, per Ib., 12% cents 
per lb.; 50 Ib. kegs, 12% cents per Ib.; dry 
paste in barrels, 6 cents per Ib.; pure white 
shellac, 4 Ib. goods in gal. cans, $4.75 per 
gal.; pure orange shellac, 4 lb. goods in 
gallon cans, $4.25 per gal.; English venetian 
red, in barrels, $3.50 and $6.75 per cwt. 

Radio Supplies.—Interest continues 
in spite of the fact that hot seasons 
are not desirable for good transmis- 
sion. More stores in Chicago, of all 
descriptions, are supplying parts. The 
sales are making money for the dealers 
and supplies are hard to get. A dealer 
who does not sell this line is losing 
some easy profit. 

Refrigerators.—Sales have been very 
good and stocks are not complete. 
Early orders will save disappointment. 

Roller Skates.—The sales are keep- 
ing up, but are not as heavy as last 
week. 


We quote from jobbers’ stocks, f.ob. 
Chicago: Boys’ ball bearing roller skates, 
$1.50 per pair; girls’ style, $1.60 per pair. 


Rope.—Early shipments of hay rope 
are being taken and orders continue 
for highest quality. Current orders 
are good and prices are unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Highest quality manila _ rope, 
standard brands, 17%c. to 18%c. per Ib.; 
No. 2 manila rope, l6c. to 16%c. per Ib. 
base; so-called hardware grade manila 
rope, 12%c. Ib.; No. 1 sisal rope, highest 
quality standard brands, 14%c. to 15%c. 
per lb. base; No 2 sisal rope, standard 
brands, 13c, to l4ec. per Ib. base. 


Sash Cord.—Manufacturers are re- 
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stocks, 
$3.10 
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ported to be busy now. They advanced 
2 cents per lb. two weeks ago. Jobbers 
generally are following this advance, 
although it has not yet been put into 
effect locally. Even at the new ad- 
vances manufacturers claim there is no 
profit in production and further ad- 
vances would not be surprising. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 7 sash cord, standard brands, 
$8.15 doz. hanks; No. 8 sash cord, standard 
brands, $9.45 doz. hanks. 

Sash Weights.—Prices are consid- 
ered favorable and building activities 
are bringing in good orders. 

We quote from jobbers’ stocks, 
Chicago: Sash weights, per ton, $36 

Screws.—No changes in local prices 
have been noted. Sales are better than 
they were a month ago. 

We quote from jobbers’ stocks, f.ob. 
Chicago: Flat head bright screws, 85-12%. 
per cent off list; round head blued, 85 per 
cent off list; flat head brass, 80-15 per cent 
off list; round head brass, 80-5 per cent off 
list; japanned, 80-5 per cent off list. 

Screen Doors.—Stocks have started 
to move in good volume. The season 
is here and shipments are moving con- 
siderable stock. 

We quote from jobbers’ stocks, 
Chicago: Three panel 7%-in., 2-ft. 6 
6-ft. 6-in. plain doors, $18.40 per 
four panel, %-in. 2-ft. 6-in. x 6-ft. 
plain doors, $20 per doz.; five panel, 1%-in 
2-ft. 6-in. x 6-ft. 6-in. plain doors, $21.65 
per doz.; four panel, 1%-in. 2-ft. 6-in. x 
6-ft. 6-in. fancy doors, $29.70 per doz. 


Solder and Babbitt Metal.—Sales 
volume is good and the market is firm. 


We quote stocks, f.ob. 
Chicago: Warranted 50-50 solder, $22 per 
100 Ib.; medium 45-55 solder, $21 per 10 
lb.; tinners’ 40-60 solder, $20 per 100 Ib.: 
high speed babbitt metal $18 per 100 Ib.: 
Saneee No, 4 babbitt metal, $8 per 10° 


f.o.b. 
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Sporting Goods.—Brisk business con- 
tinues, as this is the season and buying 
started early. Future orders for guns 
are increasing and ammunition futures 


continue in good volume. Fishing 
tackle and baseball goods are still run- 
ning into big sales, with many re- 
orders on baseball goods. There is a 
big shortage ih baseball goods on ac- 
count of the heavy demand. 

Steel Goods.—This line is selling 
well. Sales show very good volume, 
and numerous re-orders are being re- 
ceived. The hay fork season is start- 
ing in earnest. 

Steel Sheets.—Sales are very active, 
and supplies slow in arriving from 
many mills, who are well filled with 
orders. Some manufacturers prophesy 
further advance, especially if the coal 
strike shall continue for an extended 
period. 


We quote from jobbers’ stocks, 
Chicago: 28 gage galvanized sheets, 
per 100 lb.; 28 gage black sheets, 
per 100 Ib. 


Stove Pipe and Elbows.—Prices are 
strong, with a possibility of being high- 
er and advance sales for fall are brisk 
with the better grades being specified. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $8.75: 30 gage 
$9.60; 28 gage, $11.85: 26 gage, $14.30; 
6-in. elbows, 30 gage, $1.15; 28 gage, $1.30: 
26 gage, $1.55 per doz. 


Washing Machines.—Sales are im- 
proved and retailers are finding a good 
market. 

Wheel Barrows.—Prices are con- 
sidered relatively low, and no further 


f.o.b 
$5.30 
$4.39 





88 


reductions are in early prospect. De- 
mand is seasonable and is unusually 
active. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: Tubular handle, all steel barrows, 
$6.50 each; Angle leg contractors’ barrows, 
$5.50 each; Angle leg, garden barrows, $4.50 
each; Competitive steel tray barrows, 
$4.00 each, 

Wire Goods.—Plain wire, barb wire 
and staples are still out of most stocks. 


Office of HARDWARE AGB, 
410 Unity Building, 
Boston, May 20, 1922. 


W EATHER conditions during the 
past week have been somewhat 
against the movement of shelf hard- 
ware out of retail hands, and this fact 
is reflected to a more or less extent in 
sales booked by the jobbing trade here. 
But the movement of such hardware, 
especially seasonable goods, had at- 
tained such a momentum, business, 
when measured in volume rather than 
ir dollars and cents, is quite satisfac- 
tory. The general public is spending 
its money, but in a more careful 
manner than in 1921 and some of the 
years previous to that. There is, how- 
ever, a tremendous buying power de- 
veloping, which naturally fluctuates 
with weather conditions. 

It is safe to assume that the average 
retail hardware dealer in this territory 
will make money this month without 
materially increasing stocks inasmuch 
as the turnover in merchandise will 
show a larger percentage than in April. 
The general labor situation is gradu- 
ally improving throughout New Eng- 
land, and people who ought to know 
feel that a large percentage of the mill 
workers on strike will be back at the 
looms by the end of this month. In 
that event, sentiment and business in 
strike towns are bound to improve. 
This gradual working around to a 
better labor situation, together with 
the continued lack of important price 
changes by hardware manufacturers, 
are sustaining influences. 

In mill supply circles the same hustle 
and rush evident a week ago, is still 
noted. The bali started rolling in radio 
appliance materials, and has grown to 
such proportions that the general line 
of mill supplies is now moving in satis- 
factory quantities. Here also is noted 
the lack of disturbing price reductions, 
and an inclination, if anything to boost 
re-sale values. The heavy hardware 
market this week appears to be a little 
more active, possibly because of a 
larger tonnage of iron and steel being 
moved. Certain it is that this branch 
of the hardware business, after many 
long months of inactivity and shrink- 
age in inventories, is beginning to show 
sufficient life to net a profit at the end 
of each week to the jobbing house. 

Aluminum Ware.—Local  jobbing 
prices on popular selling lines of alumi- 
num ware have been reduced approxi- 
mately 10 per cent following a similar 
revision in manufacturers’ lists. The 
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However, mill shipments have im- 
proved and it is hoped stocks will be 
back in shape in about two weeks. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 8 black annealed wire, $2.85 
per 100 lb.; galvanized barb wire, $3.75 per 
100 lb.; 12-mesh black painted wire cloth, 
$1.90 per 100 sq. ft.; poultry netting, 56 
per cent off; galvanized after weaving, 51 
per cent off; catch weight spool galvanized 
eattle wire, $3.75 per 100 Ib.; 80 rod spool 
galvanized hog wire, $3.27 per spool: No. 8 
galvanized plain wire, $3.35 per 100 Ib. 


BOSTON 


demand for this class of merchandise 
is only fair at best, many of the retail 
hardware trade having stocked up suffi- 
ciently some time back. 

Baseball Goods.—It is safe to state 
now that local jobbing stocks of base- 
ball goods have been practically elimi- 
nated. There may be a few odds and 
ends around the wholesale market, but 
these unquestionably will have changed 
hands within the next day or so inas- 
much as clean-up values have been 
placed on them for that purpose. The 
baseball goods season, from the job- 
bers’ viewpoint, has been the most suc- 
cessful on record. Retail dealers are 
having success in disposing of stock 
purchased, and they in turn expect to 
clean up at an early date. 

We quote from Boston jobbers’ stocks: 

Bats.—Louisville Sluggers, all types, $18 
per doz.; H B branded. Professional 
League, $14.20 per doz.; burnt oil finish, 
$10.80; King of the Field, $7.20; Semi-Pro, 
. Junior League, $3.60; Cracker-Jacks, 
s. 

Balls.—Harwood Dandy, $1.20 per dozen; 
Boy’s Favorite, $1.75: Young America, 
$2.50; Junior League specials, $2.50; Junior 
League, $4; Boy’s League, $4.75: Dollar 
Lively. $7: Professional League, $9; Har- 
wood League, $15; National League, $16.50. 

Gloves.—Fielders’ gloves, $6 to $39 per 
dozen; catchers’ mits, $18 to $78 per dozen; 
first basemen’s mits, $24 to $30 per dozen. 

Batteries.—All makes of batteries 
are going well, according to retailer 
and wholesaler alike. Distribution is 
covering a wide variety of consumers, 
but as might be expected, the auto- 
motive demand is especially good. 
Small batteries, such as can be used in 
connection with radio machines, are in 
urgent demand. So far no serious de- 
lay in shipments from local stocks has 
been experienced. 

We quote from Boston jobbers’ stocks: 

Columbia.—In lots of less than twelve, 
40c. each; in lots of twelve to fiftv, $25 36 
per hundred, in barrel lots of 125, $30.36 
per 100. 

Ignitor.—In lots of less than twelve, 40c. 
each; in lots of twelve to fifty. $35.36 per 
hundred; in barrel lots, $31.36 per 1. 
Fifty in box, Columbia, $30.74 per 100; 
Ignitor, $31.74 per 100. 

Hot Shot.—In barrel lots, No. 1461. $1.66 
each; No. 1462, $1.66: No. 1561, $1.98; No 
1562, $1.98; No. 1662, $2.35. 

Assortments.—No. D2, $35.98 each: No. 
D3, $42.25. 

Bolts and Nuts.—There is a very 
strong possibility that bolts and nuts 
will be advanced by local jobbing 
houses within the near future. Senti- 
ment has been strongly in favor of 
such a movement among the trade for 
some time, but for one reason or an- 
other it has been put off from day to 
day. The market here is out of line 
with others and with mill quotations, 
say the jobbers. The demand for bolts 
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Wrenches.—Sales continue normal 
and the volume is considered good. No 
price changes are in sight. 

We quote from jobbers’ stocks, f.ob, 
Chicago: Agricultural wrenches, 60-10 per 
cent; engineers’ wrenches, 40° per cent; 
knife handles, 60 per cent. 

Wringers.—Sales are holding up 
well. Prevailing quotations are 50 per 
cent off Lovell’s lists. 


and nuts, while not as brisk as it might 
be, is highly encouraging, and shows 
signs of increasing rather than de- 
creasing. 


We quote from Boston jobbers’ stocks: 
Machine bolts with H P nuts, % x 4-in., 
smaller and shorter cut threads, 60 and 5 
per cent discount; larger and longer, 60 
per cent discount; with C T D nuts, 50 and 
10 per cent discount; tap bolts, 25 per cent 
discount; add 10 per cent discount for hex- 
agon heads; common carriage bolts. 50 and 
10 per cent discount; stove bolts, 75 and 10 
per cent discount; bolt ends, 60 per cent 
discount; tire bolts, 60 per cent discount. 

Nuts, H P, all kinds, 3c. off list; C PC 
and T, all kinds, 3c. off list; semi-finished 
hexagon nuts, -in. and smaller, 75 and 
10 per cent discount; larger, 70 per cent 
discount; finished case hardened nuts, 70 
per cent discount; machine screws, nuts, 
iron, list; machine screws, nuts, brass, 
25 per cent discount. 

Bottles.—According to local jobbing 
houses the bottle market within the 
past week or ten days has developed 
into one of the quietest spots in the 
hardware field. Retail hardware deal- 
ers apparently have sufficient stock on 
hand to last for some time, and whole- 
sale houses also are not suffering for 
merchandise. Prices, however, hold 
very steady. 

We quote from Boston jobbers’ stocks: 

Bottles.—Thermos and Universal, brown, 
pints, 75c. each, quarts, $2.50; plain nickel, 
pints, $2.75, quarts, $3.75; corrugated nickel. 
pints, $2, quarts, $3. Discounts, 25 and 10 
per cent. 


Canning Goods.—Five pounds of 
rhubarb for a quarter, and asparagus 
at 20 cents a bunch or cheaper have 
started a movement of canning acces- 
sories out of retail hardware stocks. 
This fact naturally is reflected in the 
wholesale market, orders to rush jars, 
rubbers, etc., coming a little earlier and 
more urgent than anticipated. Many 
people, who ordinarily do canning, last 
year gave it up because money was 
plentiful. This year money is plentiful 
(somewhere) but economy has become 
the watchward in a great many New 
England homes nevertheless. For this 
reason some of the retail hardware 
dealers interviewed this week feel the 
season for canning accessories should 
be something of the old war days order. 


Clippers.—While the demand is not 
active, a considerable number of 
clippers especially toilet, are going into 
consumption each week in this terri- 
tory. The fact that prices are on an 
attractive basis has helped the move- 
ment of goods out of retail hardware 
hands. Most people in the trade are 
carrying a good assortment but by no 
means excessive supply. With summer 
days upon us, more people will wear 
their hair short, and this means 4 
larger number of clippers in use. 
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We quote from Boston jobbers’ stocks: 

Toilet Clippers.—Chicago Flexible Shaft 
A-1, $1.50 each; Khedive $1; Pilgrim No. 00, 
$1.10; Plymouth No. 0, 95c., No. 00, $1.10; 
Success No. 1, $1.50, No. 0, $1.65; No. 00, 
$1.88; Capital No, 1, .35, No. 00, $2.60; 
Andis No. 0, 00 and American 
Gentleman, $1.50, list. 

Clocks. — As was anticipated, the 
daylight saving has resulted in an in- 
creased sale of alarm clocks. Late 
sleepers found they were not getting 
down to the office on time and that it 
was a case of an alarm clock or a new 
job, so they decided on the former. No 
particular line of alarm clocks appears 
to be selling better than any other. 
There is usually a good assortment to 
pick from both in wholesale and retail 
hands. Prices are reported as steady 
and unchanged. 

We quote from Boston jobbers’ stocks: 

Western line.—American, small lots, 98c.; 
each, dozen lots, 95c., four dozen lots, $92c.; 
Sleepmeter, small, $1.30, dozen, $1.26, four 
dozen, $1.22; Jack-o-lantern, small, $1.95, 
dozen, $1.90, four dozen, $1.85; Bunkie, 
small, $1.79, dozen, $1.75, four dozen, $1.68; 
Bingo, small, $2.11, dozen, $2.05, four dozen, 
$1.99; Big Ben, small, $2.28, dozen, $2.21, 
two dozen lots, $2.14; Baby Ben, small, 
$2.28, dozen, $2.21, two dozen, $2.14. 

Waterbury line. — Royal, case lots, Tic. 
each, less than case lots, 80c, to 85c.; Call, 
small lots, $1.30, case lots, $1.23; Vigilent, 
small lots, $1.36, case lots, $1.29; Daybreak, 
small lots, $1.74, case lots, $1.65; Cyclone, 
small lots, $2.33, case lots, $2.21. 

Gilbert line.—Wood time clocks, dainty 
assortment, (six clocks) $11.70 for six. 


Cooking Ware (Glass).—Glass cook- 
ing ware shows up well in the orders 
sent in daily by jobbing house sales- 
men out on the road. The American 
housewife evidently has reached that 
stage where such cooking ware has be- 
come a necessity in the kitchen. At 
least a great many women in New 
England feel that way, judging from 
the huge amount of glass cooking ware 
going into consumption each month. 
The showing is quite remarkable and 
such merchandise is now an important 
part of the average retail hardware 
store. 


We quote from Boston jobbers’ stocks: 

Casseroles. — Round, deep, 1-qt., $1.50 
each; 1%-qt., $1.75; round, shallow, 1-qt., 
$1.50; 144-qt., $1.75; round, individual, 8-oz., 
70c., round, standard, 1-qt., $1.50, 1%4-qt., 
$1.75; oval, shallow, beefsteak, 1-qt., $1.50; 
1%-qt., $1.75; oval, standard, 1-qt., $1.50; 
1%-qt., $1.75. 

Pudding dishes.—Round, deep and round, 
standard, 1-qt., 85c. each; 14%4-qt., $1; 2-qt., 
$1.20; oval, shallow and oval, standard, 
l-qt., 85c. each; 11%4-qt., $1; 2-qt., $1.20. 

Baking dishes.—Oval, shallow, 9-oz., 40c. 
each; 12%-oz., 55c.; 18%-oz., 60c. Indi- 
vidual pie dish, round, 6-o0z., 25c. each; 
8-oz., 30c.; 12-0z., 4 

Pans.—Bread, 90c. and $1.50 each; 
cuit, 85¢c, and $1.25; cake, round, 
square, $1 and $1.50. 

Pie plates.—Narrow rim, T5c. 
each; wide flange, 50c. to $1.10. 

Custard cups. — Round, 4-o0z., 20c, each; 
6-0z., 25c.; oval, 5-oz., 30c.; French pattern, 


4-0z., 20c.; 6-oz., 25c. 
a pots. — Round, $1, $1.75 and $2.50 

Terms.—Jobbers’ terms are 33% per cent 
off list. 

Electrical Goods——A Massachusetts 
made line of electric toasters has been 
reduced in price by the jobbing trade. 
The toasters in less than lots of six sell 
at $5.50 each now, which represents a 
drop of 25 cents, and in lots of six or 
more at $4.20, a decline of 40 cents. 
Toasters continue to sell well on this 
market, but one of the surprises of the 
past week has been the number of per- 
colators moved out of local jobbing 


$2 
000, $2.75; 


bis- 


75¢., 


and 90c. 
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stocks. Electric irons are in demand, 
but not as active as they were a month 
or so back, because at that time the 
average retail firm bought fairly liber- 
ally and has not reduced stocks suffi- 
ciently since then to warrant any ex- 
tensive re-ordering. 


We quote from Boston 
lrons.—Hot point, 30 per 
Damanco, in lots of five or more, $3.35 
each; in lots of less than five, $3.50 each; 
Sheldon, $3.25 net, each; Universal 
plated, No. 901, $7.50 each: No, 902, 
No. 905, $6.75; No. 708, $8.75; No. 
$6.50; No. 9023, $6.25; No. 9051, $8. Dis- 
count, 30 per cent; 12 pieces or more, 30-5 
per cent, 24 pieces or more, 30-7% per 
cent. 

Heaters.—Hotpoint, 30 per cent discount; 
Universal, No. 9952, sunburst type, $11.50 
list; discount, 30 per cent. 

Percolators.—Coffee, Universal, No. 9166, 
nickel, $22; copper, $23.50; silver, $26.50 
each; No. 9169, nickel, $24.50; copper, $26; 
silver, $29; No. 159, $2.50 each; net. Dis- 
count, 30 per cent, 12 pieces or more, 50-5; 
24 pieces or more, 30-7% per cent. 

Toasters.—Universal. nickel, No. 945, 
$7.50 each; No. 946, $6.75. Discount same 
as on other goods. Reverso, $5.75, net, 
each; Star, $3.76 net, each. 

Grills.—Universal, nickel, No. 984, $12.50 
each; No. 982, $11.50. Discounts same as 
on other goods. 

Heat Pads.—Universal, 
$10.75 each. Discount same 
goods. 

Curling Irons. — Universal, nickel, No. 
9901, $6.25 each; No. 99011, $6.75. Discounts 
same as on other goods. 

Ranges. — Two burners, 
oven, No. 9688, $31.50. 
cent. 


Freezers——One might suppose that 
the cool weather experienced in most 
sections of New England since last re- 
ports would have a considerable in- 
fluence on the movement of ice cream 
freezers out of Boston jobbers’ stocks, 
but such apparently is not the case. 
Most of the goods moving to-day are 
going into public hands almost imme- 
diately. They are being shipped to 
summer resort points in the low and 
uplands. Ice cream freezer parts also 
are in good demand. 

We 


jobbers’ stocks: 
cent discount. 


nickel, No. 9940, 
as on other 


and 
per 


with grill 
Discount 30 


quote from Boston jobbers’ stocks: 

Freezers.—White Mountain, 1-yt., $4.85 
list; 2-qt., $5.65; 3-qt., $6.75; 4-qt., $8.25; 
6-qt., $10.45; 8-qt., $13.50; 10-qt., $18; 12-qt., 
$21.55; 15-qt., $25.60; 20-qt., $33.20; 25-qt., 
$42.60. 

Arctic, 1-qt., $4 list; 2-qt., $4.60; 3-qt., 
$5.55; 4-qt., $6.80; 6-qt., $8.66; 8-qt., $11.10; 
10-qt., $14.80; 12-qt., $16.65; 15-qt., $23.30; 
20-qt., $30. 

Jobbers’ discount, 50 per cent from store 
or factory. 

Garden Shears.—The call for garden 
shears is disappointingly small. The 
general public evidently is putting off 
buying as long as possible, and the 
retail hardware trade either has suffi- 
cient stock on hand for all immediate 
requirements or is inclined to wait un- 
til a buying movement is indicated. 
Other kinds of garden tools, on the 
other hand, are as active as could be 
expected at this time of the year. 

We quote from Boston jobbers’ stocks: 

Hedge Shears.—Mahogany handles, cop- 
per ferrule, blades not notched, No. 6, $1 
each; No. 7, $1.25; No. 9, $1.55; notched, 
No. 1, $1.65. 

Grass Shears.—Popular makes, $3.12 to $9 
per dozen, according to quality. 

Sheep Shears.—True Vermonter brand, 
No, 015E, 5%-in., $10.50 per doz.; No. 057E, 
5%-in., $13 per doz. 

Pruning Shears. Seymour, Smith line, 
No. 0, $4.50 per doz.; No. 23, $6; No. 21, $8; 
No. 30, $8; No. 65, $7.65; No. 40, $14.65; No. 
290, $23.35. French wheel shears, 8-in., $18 
per dozen; 9-in., $21. McKinney line, No. 
1, $36 per dozen in dozen lots: No. 2, $48. 


89 


Gas Mantles.—Boston jobbers con- 
tinue to report a good buying move- 
ment in gas mantles of all makes and 
sizes. The cost of electricity in many 
New England towns and cities is driv- 
ing people to use more and more gas 
and that is where the retail hardware 
dealer comes in, for many of them are 
carrying good assortments and stocks 
of mantles. 
stocks: 

each; 

each; 


We quote from Boston jobbers’ 

Gas Mantiles.— Full Value, Te. 
Comet, 10c, each; Guaranteed, léc. 
No. 1, assortment of fifty mantles, $5. 

Iron and Steel.—The tonnage of iron 
and steel moved out of local jobbers’ 
stocks the past week shows a consider- 
able increase over the previous week’s 
figures. Reports received from other 
sections of New England, especially in 
those mill towns where many people 
are out of employment as a result of 
strikes, also are more encouraging 
than heretofore. Prices are reported as 
very firm. The average jobbing house 
here looks upon the proposed consoli- 
dation of various steel mill properties 
as a constructive move, which in time 
will work out to the advantage of 
everybody concerned. 

We quote from Boston jobbers’ stocks: 

lron.—Refined, $2.50% per 100 Ib. base; 
best refined iron, $4.25; Wayne iron, $5.50; 
Norway iron, $5.50. 

Steel.—Soft steel bars, $2.5014 per 100 Ib. 
base; flats, $3.15%: concrete bars, plain, 
stock lengths, $2.554%4; angles, channels and 
beams, $2.50%; tire steel, $3.85 to $4.25; 
open-hearth spring steel, $5 and $5.50; 
steel bands, $3.00% to $3.53: steel hoops, 
$3.41%; cold rolled steel, $3.20 to $3.70; 
toe calk steel, $5. 

Lawn Mowers.—Now that the aver- 
age lawn is ready to be cut, many of 
the retail dealers have moved mowers 
out in conspicious places to remind 
people they have such things to sell. 
As a result, retail sales collectively are 
beginning to increase and probably will 
continue to expand during the next 
month or so. As prices go to-day, lawn 
mowers are comparatively reasonable, 
and this fact is slowly but gradually 
being recognized by the general public. 


We quote from Boston jobbers’ stocks: 


Lawn mowers, low grade, 14-in., $5.50 
each; 16-in., $5.75; 18-in., $6.25. Medium 
grade, ball bearing, 16-in., $8 each; 18-in., 
$8.38. High grade ball “bearing. five-blade, 
14-tn. $12; 16-in., $13; 18-in., $14; 20-in., 

Lead.—Following on the heels of the 
advance in jobbing quotations on sheet 
lead last week, comes the announce- 
ment that pig lead interests have again 
boosted the market. All of which 
means a retail hardware dealer cannot 
go very far wrong in buying sheet lead 
to-day, if he needs it. In fact, all kinds 
of metals apparently are on the up- 
grade—copper, spelter, etc. The prod- 
ucers have been up against it for a 
long time, and for the first time in 
many months are having a call for 
their product, which accounts for the 
strength of markets. 

We quote from Boston jobbers’ stocks: 

Sheet Lead.—lic. per Ib., base list. 

Shoe Findings.—Metals are not the 
only things going up. Leather mar- 
ket prices have an upward trend, 
which means that sooner or later the 
price of shoes will advance again and 
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a certain class of people will repair 
their own footwear again. In many of 
the mill towns they already are doing 
so, and retail hardware dealers in such 
localities are reaping the benefit 
through sales of shoe findings. As a 
matter of fact, the movement of shoe 
findings out of local jobbing stocks 
has picked up remarkably well of late 
and has every indication of increasing 
inasmuch as jobbers are safe in assur- 
ing customers that prices will not be 
lower, and possibly will be higher. 


Office of HARDWARE AGE, 

1002 Park Building, 

Pittsburgh, May 22. 
( lor strike of the soft coal miners 

has been in effect for nearly two 

months, and for the first time since it 
started we can report that there have 
been some large defections from the 
renks of the strikers, mostly by non- 
union miners who went out with the 
union miners on a sympathy strike, but 
are now going back to work in fairly 
large numbers. Also, for the first time 
since the strike started, the output of 
coal and coke in the two Connellsville 
regions showed an increase last week 
due to so many miners going back to 
work. 

The outlook for an early termination 
of the strike by the defeat of the union 
miners is now so good that some of the 
large steel] companies are starting idle 
blast furnaces and steel works, which 
would have been started before this, 
enly for the coal strike. The Carnegie 
Steel Co. has blown in three blast fur- 
naces in the Pittsburgh district in the 
past week, the Illinois Steel Co. has 
started another stack, and so has the 
Youngstown Sheet & Tube Co. at 
Youngstown, Ohio. In fact, there has 
not been a great scarcity of coal at 
any time since the strike started, large 
supplies having been secured from 
other coal fields in West Virginia and 
Kentucky, but very high prices have 
been paid to get this coal, and this is 
the main reason why prices of pig iron 
and steel products have advanced so 
sharply in the past three or four weeks. 
Prior to the strike, soft coal was sell- 
ing at $1.25 to $1.50 per ton at mine, 
but to-day this coal is bringing from 
$3 to $3.50 per ton, and it is said that 
even higher prices have been paid. 

Further advances in prices on some 
lines of steel were made in the past 
week, due largely to the coal strike, 
and also to the unwillingness of the 
steel mills to take on orders, except to 
regular customers. Sheet bars are up 
about $2 per ton, hot and cold rolled 
strip steel is up about $2 per ton, and 
nearly all bolt and nut makers have ad- 
vanced prices about 10 per cent. Pre- 
miums of as much as $5 per ton have 
been paid for sheets for prompt ship- 
ment, and the demand from the auto- 
mobile builders is very heavy. It is 
said that output of cars this month will 
beat all previous records for any one 
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We quote from Boston jobbers’ stocks: 

Leather Taps.—Men’s extra light, 85c. to 
$1 per dozen; light, $1.05 to $1.25; medium, 
$1.30 to $1.60; heavy, $1.85 to $2.50; extra 
heavy, $3.25. Women’s light, 70c. to 90c. 
pér dozen; medium heavy, $1.10 to $1.25. 
Boys’ medium, $1.25 to $1.50 per doz.; 
heavy, $1.75 to $1.90. 

Leather Strips.—Oak, heavy, medium and 
light, No. 1, 45c. to 55c.; No. 2, 35c. to 40c. 

Rubber Heels.—Good quality, $1.25 to $2 
per doz. pair. 


Shovels.—Although not  seasonable 
Boston jobbers call attention to the 
fact that their quotations on _ fire 
shovels have undergone a slight down- 
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month in the history of the automobile 
trade. 

Prices on steel bars, plates and struc- 
tural shapes are now very firm at 1.60 
cents f.o.b. at mill, Pittsburgh, and 
some mills are quoting as high as 1.75 
cents at mill. The heavy demand for 
sheets, especially for automobiles, has 
brought on a correspondingly heavy de- 
mand for sheet bars, one sale of close 
to 30,000 tons having been made last 
week. 

Buying by the railroads is still ac- 
tive, the Southern Railway having 
bought 6000 cars last week, while the 
Chesapeake & Ohio purchased 3000 
freight cars. At this time, active in- 
quiries are in the market for upwards 
of 10,000 cars, and new car buying so 
far this year has been the heaviest in 
any similar period for over ten years. 
The new demand for structural steel 
for building purposes is also very ac- 
tive. Last week, actual orders were 
placed for 35,000 tons or more, and new 
projects that are in the market call for 
close to 50,000 tons. An item of in- 
terest in the structural steel trade is 
that the American Bridge Co. has taken 
about 10,000 tons of steel for trans- 
mission towers to be built in Japan. It 
is worthy of note also that Japan has 
been a very heavy buyer of steel in this 
country all of this year. 

The mergers that are going on 
among the steel companies are of the 
utmost importance to the trade, and 
the talk of Government investigation 
of these is not giving much concern to 
those that are working to put these 
mergers through. It took the Govern- 
ment about fifteen years of time, and 
also a pile of money, to find out that 
the Steel Corporation is not a monop- 
oly, and it is believed that the proposed 
Government investigation of the pend- 
ing mergers will be bare of results. 

In the hardware trade, the volume of 
business in the first half of May was 
larger than in the same period in April, 
but at the same time was not as large 
as the trade expected. As yet, there 
is not much desire being shown by the 
retail trade to buy ahead. All signs 
point to a heavy steel business over the 
rest of this year, and shortages in some 
finished steel products are already pre- 
vailing, especially in wire goods. The 
coal strike has kept down steel output 
to some extent, but not very much, and 
the shortage in steel is due more to the 
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ward readjustment to correspond with 
new lists issued by the manufacturers. 

Wheel Toys.—Wheel toys are selling 
all the time, but in a small way, accord- 
ing to the individual jobbing houses. 
And yet in the aggregate quite a siza- 
ble business is being put over each 
week. The retail trade is buying only 
as goods are needed, however, which 
makes it appear to some jobbers that 
trade is only fair. Prices are reported 
as being steady and unchanged at the 
present time. 


heavy demand than anything else. 
There is an old saying that when the 
railroads are buying, then the steel 
business is always good, and there is 
no doubt that the railroads have 
been very liberal customers for steel 
this year. Rail mills and car works are 
well filled up over the remainder of 
this year with business already placed, 
and in sight, while the mills making 
finished steel products are also well 
filled for some months. 

Hardware prices generally are firm, 
and any new declines will be on the 
smaller items, while the advances to 
come over the next few months will, we 
believe, more than offset any declines. 
It would seem, therefore, that the re- 
tail merchant is not running any risk 
in buying ahead such goods as he is 
sure he will need for his customers. 
The demand for shelf hardware and for 
mill and mine supplies is active, and 
some price advances are expected soon. 
Seasonable goods, such as lawn mow- 
ers, garden tools, wire goods, small pipe 
for building purposes, and builders’ 
hardware are active; an advance in 
prices on some lines of builders’ hard- 
ware is looked for at any time. Reports 
coming in from the men on the road are 
cheerful, but in some districts affected 
by the coal strike, there has been a 
slight falling off in trade. 

Automobile Accessories. — Business 
has picked up a good deal in the past 
two weeks and prices are also stronger. 
Two leading tire makers have reduced 
prices on tubes about 5 per cent. 


We quote from jobbers’ stocks, f.o.b 
Pittsburgh, as follows: Millers Falls No, 145 
jacks, $4.75. Reliable jacks, No. 1, $2.33: 
No, 2, $3.33, in lots of 12; Derf spark plugs. 
96c. ‘each for all sizes in lots less than 59 
Champion X spark plugs, 45¢. each for less 
than 100 and 43c. each for over 100; Cham- 
pion regular, 53c. each for less than 100, all 
sizes 50c. each for over 100, 


Axes.—A good many orders have 
been placed for fall delivery, but some 
buyers have not yet covered. Prices 
are guaranteed over the year by the 
makers, but it is possible an advance 
may be made later if steel prices keep 
on going up. 

Local jobbers are now quoting as fol 
lows: Handle axes, 3%-Ib. to 4% 
doz.; 4-lb. to 5-Ib., $21.90; 314-Ib. to "41h- ib 
No. 1, oval handles, $13.50; Miners, polished 
and blued, 3%-lb. to 4-Ib. No. 1, oval 
panties, $11.40. bape we axes, 31%4-Ib. to 


4%-lb.. $12; D. Mich., 3%-Ib. to 4% 
Ib., $16. 80; D. B. Mich 4-Ib. to 5-Ib., $17. 49. 


Bolts and Nuts.—Nearly all makers 
have made an advance in prices of about 
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10 per cent. This is not due so much 
to the demand, which is only fair, as it 
is to the higher prices for steel bars. 
Local jobbers have made a correspond- 
ing advance in prices for small lots 
from stock. Discounts now quoted by 
most makers to jobbers in large lots 
are as follows: 

Carriage Boits.— % x 6”, shorter and 
smaller, rolled thread, 65-5 per cent; % x 6”, 
shorter and smaller, cut thread, 60-5 per 
cent; larger or longer than % x 6”, 60-5 per 
cent. 

Machine Bolts with H. P. Nuts.—% x 4”, 
shorter and smaller, rolled thread, 65-10-5 
per cent; % x 5”, shorter and smaller, cut 
thread, 65-5 per cent, larger or smaller than 
% x 4”, 65-5 per cent; Machine bolts with 
Cc. P. Nuts, all sizes, 60 per cent; Lag 
Screws, 65-10 per cent; Bolt Ends with 
H. P. Nuts, 65-5 per cent; Blank Bolts, 
65-5 per cent; Tap Bolts, 30-10 per cent; 
Rough Stud Bolts with Nuts, 50-10 per 
ceut, 

Hot Pressed Square and Hexagon Nuts.— 
Blank and Tapped, $4.75 off list. 

Cold Punched C & T Square and Hexagon 
Nuts.—Blank and Tapped, $4.75 off list. 

Semi-finished Nuts.— ~” and smaller, 
80-10-5 per cent; 53” and larger, 75-10-5 
per cent, f.o.b. Pittsburgh, Pa. Terms, 30 
days net or 1 per cent for cash in 10 days. 
Rivets 7%” diameter and smaller, 70-10-10 
per cent; Rivets %” diameter and smaller, 

lb. base, Structural, $2.25; Boiler, 
f.o.b, Pittsburgh, Pa. Terms, 30 
days net or % of 1 per cent cash in 10 


“ y should be noted that the above dis- 
counts on nuts and bolts apply only on 
large lots, jobbers charging the usual ad- 
vance on small lots from stock. 

Drip Pans.—An advance in prices on 
drip pans is expected any day. Prices 
on raw materials have gone up a good 
deal, and makers say they must have 
higher prices. 

Gas Stoves.—At least one maker has 
named prices on gas stoves for the fall 
trade, these being slightly less than 
last year’s prices. A good fall trade is 
expected as the natural gas companies 
in this district have said that there 
will be an ample supply of gas next 
winter. 

Harrow Teeth.—Makers are well sold 
up over the second quarter, and an ad- 
vance in prices for third quarter is 

ked for at any time. Higher costs 
of raw materials are given as the reason 
for the expected advance. 

Field Fence.—Makers of field fence 
are away back in shipments, and this is 
embarrassing local jobbers who cannot 
get fence fast enough to fill their orders. 
Prices are very firm, and makers may 
put up their figures before long. 
Manufacturers are all filled for some 
months, and some makers are running 
at night, trying to fill their orders 
more promptly. 


Local jobbers continue to quote field 
fence at 68 per cent off in carload lots, and 
66 per cent off list in lots less than 1000 
rods, f.o.b. Pittsburgh. 

Handles.—One maker has_ reduced 


prices about 5 per cent on all grades 





Office of HARDWARE AGE, 
604 Mercantile Library Bldg., 
Cincinnati, Ohio, May 20, 1922. 
HE hardware trade at the present 
time is enjoying a very brisk sea- 
son, and the indications are that the 
year will be a very good one. Season- 
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of hand.es. Local jobbers are quoting 
60 and 10 off the 1921 list on pick, 
sledge, hammer and hatchet handles. 

Iron and Steel Bars.—There is a real 
scarcity in supply of steel bars, and 
prices are very firm, and likely to be 
higher. The absolute minimum on steel 
bars is 1.60c. at mill, but some makers 
are quoting as high as 1.75c. at mill, 
and do not seem anxious for orders even 
at that price. Jobbers’ stocks are run- 
ning low, and there is delay in getting 
shipments from the mills. 


Local jobbers now quote steel bars rolled 
from billets at 1.75c. to 2c., depending on 
the order; reinforcing bars rolled from 
billets, 1.75c. to 1.90c. base; reinforcing bars 
rolled from old rails, 1.65c. to 1.75c.; refined 
iron bars, 2c. to 2.25c., the higher prices 
being for large lots, and the lower for 
small lots. 


Linseed Oil.—There have been some 
successive advances in prices of linseed 
oil, which is higher now than for sev- 
eral years. At the beginning of this 
year linseed oil was about 67c. per 
gallon, in the beginning of 1921, about 
63c. per gallon. The price to-day is 
88c. per gallon, and it may go still 
higher. 

Sheets.—The demand for sheets of all 
grades is tremendously heavy. The 
American Sheet & Tin Plate Co. is sold 
up on blue annealed sheets for at least 
two months, and for about three months 
on black and galvanized. The indepen- 
dent mills are also well sold up, and 
they are all back in shipments. The 
demand for auto body sheets is heavier 
than at any time since the war, and sev- 
eral large automobile builders have 
men here trying to accelerate ship- 
ments by the mills. As yet none of 
the sheet mills have named prices for 
third quarter, but if the coal strike 
should last into the third quarter, then 
higher prices for that delivery are cer- 
tain. There is a scarcity of sheet bars, 
and prices have gone up $3 to $4 per 
ton in the last month. Owing to this 
situation, local jobbers have advanced 
their prices at least $2 to $3 per ton. 


Prices being quoted by jobbers at this 
writing, f.o.b. Pittsburgh, are as follows: 
Blue annealed sheets, 3c. to 3.25c.; No. 28 
gage Bessemer black sheets, 3.50c. to 3.75c. 
and No. 28 gage galvanized, 4.50c. to 4.75c. 
in small lots from store. Prices quoted 
depend largely on the size of the order. 


Soil Pipe.—Owing to the active build- 
ing situation, and also to the heavy 
demand, there have been successive ad- 
vances in prices on soil pipe, which are 
higher now than for several years. 
Local jobbers say prices will go still 
higher. 

Sash Cord.—On account of the higher 
prices for cotton, sash cord has been 
advanced 2c. per lb. Local jobbers now 
quote at 32c. per Ib. from stock. 


CINCINNATI 


able goods are moving in heavy volume, 
and the demand for futures has taken 
on new activity during the past two 
weeks, with the result that jobbers 
have been forced to place some big 
orders with manufacturers in order to 
be assured of a sufficient supply of 
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Track Tools.—Reports of an impend- 
ing reduction in prices of track tools 
are strongly denied by local makers. 
On the contrary, they say an early ad- 
vance is not unlikely, as costs of steel 
have gone up, and they are having 
trouble in getting deliveries from the 
mills. The demand for track tools is 
active. 

Strip Steel—Prices on both hot and 
cold rolled strip steel have again been 
advanced by the makers. The absolute 
minimum price on cold rolled strips is 
now 3.75ce. base, at mill, and some 
makers are asking 4c. On hot rolled 
strips prices range from 2.75c. to 3c. 
at mill, and makers will not accept 
orders at these prices for delivery 
beyond second quarter. 


Washing Machines.—The demand for 
electric and water power machines is 
better than for a long time. Prices are 
holding steady, and makers say they 
have all the orders they can fill 
promptly. 

Wheelbarrows.—Reports of coming 
reductions in prices on steel barrows 
are strongly denied by the makers, who 
say that prices now are very low, in 
view of the higher prices they are pay- 
ing for steel. Demand is reported as 
being active. 

Wire Products.—The mills say they 
have a good deal of business on their 
books—in fact, on small nails they are 
sold up for about two months. They 
further say they are not anxious to sell 
very far ahead, as the outlook for coal 
supply is somewhat uncertain. The 
American Steel & Wire Co. has not 
gone along with the advance in prices 
made by the independent mills early 
in April, and is said to be still quoting 
favored customers on the basis of $2.40 
at mill for wire nails in carload and 
larger lots. 

Jobbers quote from stocks, 
burgh, as follbws: Wire nails, 
per keg; galvanized, 1 in. and longer, in- 
cluding large head barbed roofing nails, 
taking an advance over the price of $1.25. 
and shorter than 1 in., $1.75; bright Bes- 
semer and basic wire, $2.50 per 100 Ib.: 
annealed fence wire, Nos. 6 to 9, $2.50: gal- 
vanized wire, $3; galvanized barbed wire. 


f.o.b. Pitts- 
$2.65 base 


$3.25; galvanized fence staples, $3.25: 
painted barbed wire, $2.75: polished fence 
Staples, $1.75; cement coated nails, per 


count keg, $2.25 to $2.35: these prices be- 
ing subject to the usual advance for the 
smaller trade, all f.ob. Pittsburgh, freight 
added to point of delivery, terms 60 days 
net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 68 to 
70% per cent off list for carload lots, 67 
to 69% per cent for 1000-rod lots, and 66 to 
68% per cent for small lots, f.o.b. Pitts- 
burgh. 


Wringers.—Local jobbers report an 
active demand, and they are quoting 
at about 50 per cent off list for small 
lots from stock. Prices are firm. 


merchandise to take care of the needs 
of their customers. 

The most encouraging feature of the 
situation is the manner in which the 
country dealers are placing orders. 
While the volume of business from this 
source is not yet back to what might be 


$2 


called normalcy, the sales to date this 
year are very much greater than for 
the similar period of last year, and 
with higher prices prevailing for farm 
products, the rural districts are in a 
fair way to resume their old place in 
the trade. By next fall, jobbers and 
dealers alike expect the farmer to have 
recovered from the effects of the de- 
pression of the past two years, and 
they are looking for some good busi- 
ness from the country districts. 

The price situation is stiffening up, 
and while actual changes are few in 
number, the reports coming in from 
manufacturers indicate that should the 
coal strike be prolonged to any great 
extent, it will be necessary to shove 
prices up considerably. On the other 
hand, possibility of a reduction in 
freight rates is expected to have a 
balancing effect on the price situation, 
and it is said that for this reason, 
manufacturers will go rather slow 
about putting increased prices into 
effect. 

Local conditions are good. The build- 
ing industry in Cincinnati is enjoying 
the best year in its history, and paint 
jobbers have the same report. Increas- 
ing activity in the machine tool field 
also is reported, and the resulting de- 
mand for factory supplies is reflected 
in the greatly increased volume of sales 
reported by factory and mill supply 
houses. 

Automobile Accessories.—The acces- 
sories business is exceptionally good, 
the entire line being in good demand, 
with of course warm weather acces- 
sories, such as_ ventilators, water 
pumps, extra tire carriers, etc., par- 
ticularly sought after. There have 
been a number of price changes re- 
ported during the past fortnight. A 
10 to 15 per cent reduction has been 
made in the list prices of automobile 
bulbs, the discounts however remaining 
as before. Unit packages of bulbs are 
now quoted at 25 per cent off, and unit 
packages of ten or more at 331/3 off. 
A revision in prices of cork gaskets has 
also been put in effect, one number 
having been advanced slightly, while 
five other numbers show a decline. The 
expected advance in tire prices has not 
developed as yet. The demand for 
tires has been exceptionally heavy dur- 
ing the past week. 


Builders’ Hardware.—New construc- 
tion work is constantly coming out, and 
as a result the demand for builders’ 
hardware remains heavy. Delayed 
shipments are the rule. Jobbers, how- 
ever, have sufficient stock to take care 
of the needs of the trade for a reason- 
able length of time. Prices are very 
firm. 


Bolts and Nuts.—Some jobbers have 
made advances in prices in bolts and 
nuts, and prospects are that further 
advances will again be put into effect 
within the next week or so. The de- 
mand is good and is steadily improving. 

We quote from Cincinnati jobbers’ stocks 
Machine bolts, small sizes, 65 and 10 off: 
large sizes, 60 and 10 off; carriage bolts, 


small sizes, 60 and 5 off; large sizes, 50 
and 10 off; stove bolts, 80 off: semi- 
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finished nuts, *% and smaller, 75 and 10 off; 
larger sizes, 70 and 10 off. 


Drills and Taps.—The structural field 
is taking a large percentage of drills 
and taps, and supply houses report 
sales aS a consequence very good. 
There have been no further price 
changes. 


Cincinnati jobbers quote: Carbon drills, 
65 and 5 off; high speed drills, 50 and 5 off. 


Eaves Trough and Conductor Pipe.— 
The demand for pipe is exceptionally 
good, and bids fair to continue so 
throughout the summer. While it was 
expected that further advances in 
prices would be made, these have not 
materialized as yet, and it is not an- 
ticipated that any announcements will 
be made for the time being. 


We quote from Cincinnati jobbers’ stocks: 
28-gage, 5-in. eaves trough, $4.00 per 100 
ft.; 28-gage, 3-in. corrugated conductor 
pipe, $4.25 per 100 ft.; 3-in. corrugated con- 
ductor elbows, $1.51 per doz. 


Farming Tool Handles.—There is 
little to report, except that sales are 
satisfactory and prices firm. 

Files.—The demand for files is show- 
ing steady improvement, and jobbers’ 
sales are considered as entirely satis- 
factory. Prices are unchanged. 

Cincinnati jobbers’ quote: Files, 
makes, 60 and 5 to 70 off. 

Garden Tools.——The demand for 
garden tools continues to be insistent, 
and sales have been very heavy. No 
price changes are reported. 


Glass.—The demand for glass re- 
mains as last reported, steady and if 
anything has improved slightly. Prices 
are as last reported, window glass 
being quoted at 85 per cent discount. 

Galvanized Ware.—The demand for 
galvanized ware continues to keep up, 
and jobbers and dealers alike are very 
well satisfied with sales. Nothing has 
developed as regards prices which are 
very firm. 

We quote from Cincinnati jobbers’ stocks 
Galv. pails, 10-qt., $2; 12-qt., $2.25; 14-qt., 
$2.50; 16-qt., $3.25; galv. tubs, No. 0, $4.75: 
No. 1, $5.75; No. 2, $6.50; No. 3, $7.60, all 
prices per doz. 

Garden Hose.—The demand for 
garden hose has taken quite a spurt, 
and sales are good. No price changes 
are reported. 

We quote from Cincinnati jobbers’ stocks: 
Molded hose, in 500-ft, coils, %-in., 8%4c. 
per ft.; %-in, 9%c. per ft.; %-in., 10%c. 
per ft.; %-in., 6-ply, in 50-ft. coils, 10%c. 
per ft.; %-in., 6-ply, in 50-ft. coils, 12%c. 
per ft. 

Lawn Mowers.—There is a shortage 
of lawn mowers in the local market, 
and as manufacturers stocks are abso- 
lutely non-existent, jobbers are forced 
to depend on current production to take 
care of their needs. The demand for 
mowers is heavy, with prices very firm. 

We quote from Cincinnati jobbers’ stocks: 
Cheap lawn mowers, 12-in., $4.70 ea.; 14- 
in., $4.95 ea.; 16-in., $5.20 ea.; medium 
bearing, 14-in., $7.50 ea.; 16-in., $7.75 ea.; 
better grade, ball bearing, 14-in, $8.00 ea.; 
16-in., $8.35 ea.; 18-in., $8.75 ea.; five-knife 
high wheel ball bearing, 16-in., $11.25 ea.; 
18-in., $11.75 ea.; 20-in., $12.25 ea. 

Nails.—Local jobbers have advanced 
their prices on wire nails to $2.85 pe. 
keg, base, this being in line with re- 
cent advances made by manufacturers. 
Cement coated nails have been ad- 
vanced from $2.30 to $2.40. The de- 


mand for nails is heavy. 


all 
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Paints and Oils.—Local jobbers have 
advanced prices on linseed oil 4 cents 
per gallon and turpentine 2 cents per 
gallon on carload lots during the past 
week. The market is strong. Paint 
jobbers also report heavy demand for 
their products at very firm prices. 


We quote from Cincinnati jobbers’ stocks: 
Ready mixed house paints, $2.60 per gal.; 
linseed oil, 96c. per gal.: turpentine, ‘4c. 
per gal.; lead, 12%c. per Ib. 


Radio Supplies—The demand for 
radio supplies continues without abate- 
ment. This form of “amusement” has 
taken a great hold on the people in this 
section of the country, and the demand 
for supplies for home manufactured 
outfits is enormous. Prices are steady. 

Roofing Paper.—The recent advances 
of 5 cents per roll on roofing paper, 
bids fair to be supplemented by another 
such advance, as some manufacturers 
have advised local jobbers that new 
prices will be issued shortly. The de- 
mand for roofing paper is extremely 
good, and some dealers have antici- 
pated their wants and ordered before 
prices take an upward move. 

Rivets.—The demand for rivets is 
considered fair, the structural workers 
being fairly heavy buyers. Small rivets 
are also in better demand. Prices have 
not been advanced recently, and local 
jobbers are still quoting all sizes at 65 
off. 


Roller Skates.—Roller skates con- 
tinue to be good sellers, and local job- 
bers are about cleaned out of their 
stocks. Prices are as last quoted. 

Cincinnati jobbers’ quote: Boys’ 
bearing roller skates, $1.59 per pr.: 
ball-bearing roller skates, $1.68 per pr. 

Rope.—There is nothing new to re- 
port regarding rope save that the de- 
mand is holding up well and that prices 
are very firm. 

Cincinnati jobbers’ quote: Manila 
18%c. per lb.; sisal, lle. per lb. 

Shovels.—Local jobbers have made a 
slight reduction in shovel prices, fol- 
lowing recent announcements from 
manufacturers. 


We quote from Cincinnati jobbers’ stocks: 
No. 2 D-handled, square point shovels, $10 
per doz. 


Steel Sheets.—Local jobbers have ad- 
vanced prices on steel sheets $5.00 per 
ton, the new prices being on No. 28 
black, 4.50 cents per lb., and on No. 28 
galvanized, 5.50 cents per Ib. Prices 
on blue annealed remain as _ before, 
3.60 cents per lb. 

Screen Doors and Windows.—The 
demand is steady, with prices un- 
changed. 

We quote from Cincinnati jobbers’ stocks 
Screen doors, common, 2-10 x 6-16, $20 
per doz.; 2-10 x 7 ft., $20.50 per doz.; 3 ft. 
x 7 ft., $21 per doz.; medium fancy, 2-10 
x 6-10, $28.25 per doz.; 2-10 x 7, $2850; 
3 x 7 ft., $29.25. High grade, 2-10 x 6-10, 
$46.50 per doz.; 2-10 x 7, $46.75; 3 x 7 
$48. Screen windows, extension type, 24 
x 37, $6.40 per doz.; 30 x 37, $8 per doz.; 
36 x 37, $9.25 per doz. 

Screen Cloth.—The demand for 
screen cloth continues to be heavy, and 
local jobbers’ stocks are moving fast. 
There have been no price changes, and 
none are anticipated for the time being 
at least. 


We quote from Cincinnati jobbers’ stocks: 
Black painted wire cloth, 12-mesh, $1.90 


ball- 


girls’ 


rope, 
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‘TIE THIS BOOK to your counter 
where it will actually 
help to sell garage sets. 


MCKINNEY 


Hinges and Butts 
and Hardware 


Also door hangers and 
track, door bolts and 
latches, shelf brackets, 
window and screen hard- 
ware, cabinet hardware, 
steel door mats and 
wrought specialties. 


Send for your copy of this 
helpful book on garage doors 


T is not just a catalog. 


It’s a book that shows pic- 
tures of various kinds of garage 
doors—sliding-folding, swing- 
ing and around-the-corner types. 
‘It also shows simple working 
drawings which illustrate per- 
fectly how the different kinds of 
garage doors should be hung. 


Tie this book to your counter 
so you can show it to the cus- 
tomer who wants garage door 
hardware. From it he can in- 
stantly pick out the kind of door 
he wants. Then all you have to 
do is hand him the box contain- 
ing the McKinney Garage Door 
Hardware Set which goes with 
that kind of a door. 


Just that—and the sale is com- 
pleted. 

You save time, energy and 
trouble if you handle these 
McKinney Garage Door Sets. 
And you please your customers, 
because you help them to get 
just the right kind of a door, 
because you save their time, be- 
cause you do not bring them 
back again for some forgotten 
detail of hardware, and because 
of the high quality of the hard- 
ware which you give them in 
these sets. 

Send for this book and hang 
it within reach of your custom- 
ers. It will sell garage sets for 
you. 


McKINNEY MANUFACTURING COMPANY, Pirrspurcu 


Western Office, Wrigley Bldg., Chicago 


Export Representation 


McKINNEY 


Complete Garage Door Sets 
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per 100 sq. ft.; opal wire cloth, $2.45 per 
100 sq. ft. 

Screws.—A slight advance on ma- 
chine screws has been made by local 
jobbers. The demand for screws is 
good, wood screws moving in better 
volume than for some time. 


We quote from Cincinnati jobbers’ stocks: 
Machine screws, all sizes, 65 and 10 off; 
cap screws, 75 off; set screws, 80 off; coach 
screws, 65 off; wood screws, 85 and 5 off. 


Stove Pipe and Elbows.—Some fair- 
sized orders for stove pipe and elbows 
have already been placed for fall de- 
livery, some dealers being of the opin- 
ion that prices are apt to be higher 
in the near future. 

Sash Cord.—Some manufacturers 
have advanced prices of sash cord 2 


Office of HARDWARE AGE, 
3725 Colfax Ave. So., 
Minneapolis, Minn., May 16, 1922. 


| ETAIL hardware dealers report a 

continuation of the steady im- 
provement in sales which have been 
noted for the past few weeks. Jobbers 
also report a rapidly increasing volume 
of business, especially in the auto- 
mobile and accessory lines. 

Dealers are now doing a very satis- 
factory volume of business in seeds, 
garden tools and lawn hose. 

Manufacturing conditions 
to improve very slowly. 

Since the several advances noted last 
week, there has been no further change 
of note in items reported on. 

Builders’ Hardware.— There is a 
regular boom on in the sales of build- 
ers’ hardware, and some dealers are 
having difficulty in taking care of the 
trade with their regular sales force 
and are considering increasing the 
number of their salesmen. As before 
stated, this promises to eclipse all pre- 
vious years’ records in builders’ hard- 
ware. Over $5,000,000 in permits were 
issued in Minneapolis alone for April, 
and practically all of this for home 
construction purposes. 

Axes.—Sales continue of a fair aver- 
age volume for this season. Prices 
show no change. 

We quote 
Twin Cities: 
base weights, 
$16.50 per doz, 

Bolts.—There is now a fair volume 


of business in sales of bolts, but not as 
good as usual at this time of the year. 
No further price changes noted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Small carriage bolts, 60 per 
cent; large carriage bolts, 50-5 per cent; 
small machine bolts, 60-10 per cent; large 
machine bolts, 60 per cent; stove bolts, 
75-10 per cent; 5 


continue 


stocks, f.o.b. 
single bit, 
double bit, 


from jobbers’ 
Medium grades, 
$11.50 per doz.; 


lag screws, 60-5 per cent. 

Brads.—There is an _ exceptionally 
good demand for brads of all sizes as 
the building season gets in full swing. 
Prices remain as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Brads, in standard packages, 
75 per cent from lists. 

Churns.—Demand for churns con- 
tinues to be of fair volume. Prices 
remain stationary. 

We quote from jobbers’ 


stocks, f.o.b. 
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cents per lb. and local jobbers have 
advanced in the same ratio. The high- 
er grade cords are not affected. 


High grade 


Cincinnati jobbers’ quote: 
5 medium 


sash cord, No. 8, 58c. per Ib.; 
grade, No. 8, 37c. per Ib. 


Sash Weights.—There is still a big 
demand for sash weights, with prices 
showing a tendency to go higher, but 
nothing having actually been done in 
this regard. Sash weights are quoted 
at $1.85 per 100 lbs. 


Wire Products.—Jobbers report that 
the situation is satisfactory from all 
angles. Country trade has been good 
considering the general conditions. 
Some price advances have been made 
recently, plain wire having advanced 10 


TWIN CITIES 


Twin Cities: Belle, barrel type, churns, 40-5 
per cent from list. 

Clipping and Shearing Machines.— 
There is a good average volume of 
business now being done in this line. 
Prices remain unchanged. 

Eaves Trough, Conductor Pipe and 
Elbows.—A good volume of business 
is developing in this line. Stocks are 
ample, and prices remain as for some 
time past. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Eaves trough, 28 gage, 5-in., 
lap joint, single bead, $4.50 per 100 ft.; 
3-in. corrugated conductor pipe, $4.50 per 
jes ft.; 3-in. corrugated elbows, $1.55 per 
OZ. 


Files.—The volume of business is 
steadily increasing and a satisfactory 
amount of business is being done. 
Prices remain the same. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Nicholson files, 60-5 per cent; 
Arcade files, 70-2% per cent; Disston files, 
70-10 per cent. 

Galvanized Ware.—Sales are gain- 
ing steadily and a fair average amount 
of business is now being obtained. 
Prices remain as last quoted. 


We quote from jobbers’ storks, 
Twin Cities: Galvanized tubs, No, 1, 
per doz.; No. 2, $6.85; No. 3, $8; J 
galvanized, No. 1, $12: No 2, $13: No. 3, 
$15; standard 10-qt. galvanized pails, $2.25 
per doz, 12-qt., $2.35; 14-qt., $2.70; stand- 
ard 16-qt. stock pails, $4.25; 18-qt., $4.80; 
heavy stock pails, 16-qt., $6; 18-qt., $7.35. 

Glass and Putty.—Sales of glass and 
putty remain only fair. Prices show 
no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single strength glass, 84 per 
cent; double strength glass, 85 per cent 
from standard lists. Putty, $4.40 per cwt. 

Hose.—Sales of garden hose are now 
developing very rapidly and a good 
volume of business is being done. 
Prices are the same as for some time 
past. 


We auote from jobbers’ stocks, f.o.b. 
Twin Cities: Five ply, 3.4-in., 11\4c. per ft.; 
3 ply, competition hose, 9%4c. per ft. 


Ice Cream Freezers.—Sales of freez- 
ers are gradually showing improve- 
ment, although there has not been suf- 
ficient hot weather to make for real 
business. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade, wooden tub, 4-qt. 
$4.13 each; 8-qt., $6.75 each. 


Lawn Mowers.—Demand for lawn 
mowers is now rapidly improving and 
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cents per 100 lbs., and barbed wire 10 
cents per reel. 

We quote from Cincinnati jobbers’ stocks: 
Poultry netting, galvanized before weav- 
ing, 50 and 10 off; galvanized after weaving, 
50 off; 2-pt. cattle wire, $3 per reel; 4-pt. 
cattle wire, $3.20 per reel; 2-pt. hog wire, 
$3.20 per reel; 4-pt. hog wire, $3.50 per reel; 
polished staples, $3 per 100 Ibs.; No. 9 
annealed wire, $2.70 per 100 Ib. 

Wheelbarrows.—The demand for 
wheelbarrows shows no sign of dimin- 
ishing. One manufacturer has advised 
local jobbers that prices will be ad- 
vanced sharply, but the new lists have 
not yet been received, and local jobbers 
are quoting the old prices. 


Cincinnati jobbers’ quote: Pan tray 
wheelbarrows, $5.25 each; wooden wheel- 
barrows, $2.85 each. 


a very good volume of business is be- 
ing obtained. Prices show no change. 

We quote from local jobbers’ stocks, f.o.b 
Twin Cities: Best standard grades from 25 
to 30 per cent from list; medium grade, ball 
bearing, $8.35 to $9.50 each. 

Milk Cans.—There is an average 
amount of business now being done in 
milk cans and sales are fairly steady. 
Prices remain as last quoted. 

We quote from jobbers’ stocks, 
Twin Cities: Railroad milk cans, 
$2.25 each; 8-gal., $2.80 each; 
$2.95 each. 


Nails. —A 


f.o.b 
5-gal., 
10-gal., 


very heavy volume of 
business is now being done in nails 
used for construction purposes. Prices 
show no further change since the in- 
creases noted in our last issue. 


We quote from jobbers’ stocks, .0.b. 
Twin Cities: Standard wire nails, $3.45 
base; cement coated nails, $2.80 base. 


Paper.—A very good volume of busi- 
ness is now being done in_ builders’ 
papers and the volume is steadily in- 
creasing. Prices show no change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: No. 2 tarred felt, $2.57 per 
ewt.; string felt, $1.42 per cwt. Red rosin 
sheathing, $2.19 per cwt, 


Planters.—About the average vol- 
ume of business is being done in this 
line. Prices remain as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Acme potato planters, $6.75: 
Acme corn planters, $9.75. 


Poultry Netting—The season for 
sale of netting is now at its height and 
a large volume of business is being 
done. Prices remain as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Hexagon poultry netting, 55 
per cent from standard lists. 


Rope.—Demand for rope continues 
to be of satisfactory volume. Prices 
remain as for some time past. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Pure manila rope, 19%c. per 
lb. base; pure sisal rope, 16%c. per Ib. base. 


Sandpaper.—Quite a large volume of 
business is now being obtained in the 
various grades of sandpaper, and sales 
are expected to continue heavy 
throughout the summer months. Prices 
have shown no change. 

Sash Cord.—A very substantial vol- 
ume of business is being done both in 
a retail and wholesale way, and a con- 
tinued gain is expected. Prices con- 
tinue to be firm. 


We quote from jobbers’ f.o.b. 


stocks, 
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The live hardware 
dealer says: 


‘This Is My Evening Sign— 


‘“‘T made it myself—picture and all. 
I keep it behind the counter and on 
hot, dry nights I put it out just as 
everybody is going home to supper. 













‘‘Tt’s surprising how many men will 
stop and buy a length of hose and 
carry it home with them. The sign 
reminds them that the lawn is dry 
and the vegetables wilting and an- 
other twenty-four hours may be too 








BOSTON late. 
WOVEN HOSE & 
RUBBER CO. ‘“Tt’s twice as easy to sell goods 
Cambridge, Mass. when you offer them at the exact 
The largest hose manu- moment when people need them. 





facturers in the world. 





Makers of the famous 





BULL DOG, GOOD ‘“This applies to 54ths garden hose 
LUCK and MILO rap i ga 
brands of garden hose. and every other article of general 





Also makers of GOOD i 9 
LUCK Jar Rings. utility. 
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Twin Cities: Best grades, 65c. per lb.; ordi- 
nary grades, 36c. per lb. 

Sash Weights.—There is a satisfac- 
tory demand for sash weights, but a 
heavier demand will undoubtedly de- 
velop later in the season. Prices re- 
main as quoted in the preceding issue. 


Screen Doors and Window Screens. 
—A good volume of business has de- 
veloped in this line and should improve 


during the next two weeks. Prices re- 
main firm. 
We quote from jobbers’ stocks, f.o.b. 


Twin Cities: Common screen doors, 2-8 x 
6-8, $20.95 per doz.; fancy screen doors, 
2-8 x 6-8, $35.40 per doz.; Sherwood adjust- 
able window screens, 24-in., $7.05 per doz.; 
Wabash extension, 24-in., $6.20 per doz. 

Screws.—There is a very good vol- 
ume of business being obtained at this 
time. Prices show no further change 
since increased prices noted two weeks 
ago. 

We quote from jobbers’ stocks, f.o.b 
Twin Cities: Flat head bright screws, 82% 
10 per cent; round head blued screws, 80- 

io- 


5 
per cent; flat head japanned screws, 75-5 
per cent; flat head brass screws, 75-10-5 
per cent; round head brass screws, 75-5 per 


cent, 


Death of George F. Ogden 


Funeral services were held May 18 
at South Orange, N. J., for the late 
George F. Ogden, former vice-president 
of the North Jersey Hardware and 
Supply Association and prominent 
hardware merchant of Newark and 
South Orange. 

Mr. Ogden was a recognized expert 
on all matters relating to builders’ 
hardware and was for years in charge 
of the builders’ hardware department 
in the firm of Austin B. Mockridge, 
which later became Ludlow & Squier, 
Newark, N. J. Mr. Ogden was also em- 
ployed by the Reading Hardware Co. 
and by Sargent & Co., New York City. 
About ten years ago Mr. Ogden went 
into business for himself, purchasing the 
Reeves Hardware Co. at South Orange, 
N. J. He changed the firm name to 
Ogden & Reeves, which he sold three 
years ago to John N. Lindsley, Inc., of 
Orange, N. J. 

Mr. Ogden then went with the 
Sickles-Loder Co. of New York City, 
and later opened a feed and poultry 
supply house at Point Pleasant, N. J. 
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Soldér.—Demand for solder is of fair 
volume only. Price shows no change 
since last report. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Half and half solder, 23 
cents per Ib. 


Steel Sheets.—Sales of sheets re- 
main only of fair volume. Prices show 
no further change since the advances 
noted in last report. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: 28 gage galvanized sheets, 
$5.50 per cwt.; 28 gage black sheets, $4.50 
per cwt. 

Tacks.—There is some improvement 
in the demand for tacks, although the 
total volume of business is not large. 
Prices remain as for some time past. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: American cut, 8 oz., 60c. per 
doz. packages; tinned carpet, 8 oz., 60c.; 
blue carpet, 8 oz., 65c.; double point, 11 
0z., 36c. 

Tin Plate—There is a fairly good 
volume of business now being obtained 
in tin plate, especially the roofing tins. 
Prices show no further change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Furnace coke ICL, 20 x 28, 
rd Roofing tin, IC, 20 x 28, 8 lb. coating, 
13. 





He was'a member of the Century 
Lodge F. & A. M. of South Orange, of 
the North Jersey Hardware & Supply 
Association, in which he was an active 
worker; of the Pennsylvania & Atlantic 
Seaboard Hardware Association and of 
local civic and community organizations 
in Newark and South Orange. He is 
survived by his widow, three sons and 
a brother. 


Amendment Urged 
(Continued from page 78) 


Ellsworth, White Tool & Supply Co., 
Cleveland; George F. Root, Root, Neal 
& Co., Buffalo. 

The retiring president, Crannell Mor- 
gan, Hardware & Supply Co., Akron, 
Ohio, was presented a silver bowl, the 
presentation being made on behalf of 
the association by Mr. Strong, of the 
Strong, Carlisle & Hammond Co., Cleve- 
land. 

No resolutions were adopted, but the 
association recommended to its mem- 
bers the adoption of the profit-sharing 
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Wheelbarrows.—Demand for wheel- 
barrows has now increased to a very 
satisfactory volume of business. Prices 
remain as last quoted. 

We quote from jobbers’ stocks, f.o.b 
Twin Cities: Wood stave, fully bolted, $356 
per doz.; No. 1 tubular steel, $6.35 each 
No. 1 garden, $5.40 each, 

Wire Cloth.—There is now a very 
active and steady demand for screen 
cloth and a very large volume of busi- 
ness is being done by most of the deal- 
ers. Prices remain unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Black, 12 x 12 mesh, $2.10 per 
100 sq. ft.; galvanized, $2.40 per 100 sq. ft. 

Wire.—There is now a very good de- 
mand for wire, especially for smooth 
wire. As soon as seeding is over a 
good volume of business is expected 
to start in barbed wire for farm fences. 
Prices show no further change since 
the advances noted in the last issue. 


We quote from jobbers’ stocks, f.o.b. 


Twin Cities: Barbed wire, 80 rod spools, 
painted cattle, $2.95; galvanized cattle. 
$3.54; painted hog wire, $3.16; galvanized 
hog wire, $3.58; smooth black annealed No 
9, $3.30 per cwt.; smooth galvanized 
annealed No. 9, $3.80. 


plan of compensating salesmen, which 
has worked very successfully with a 
number of the companies which are 
members. 


Manufacturers Elect Officers 


The following new officers were 
elected by the manufacturers: 

Irving W. Lemaux of the Indianapolis 
Brush & Broom Mfg. Co., Indianapolis, 
Ind., was elected president, succeeding 
N. A. Gladding of E. C. Atkins & Co., 
saw manufacturers of Indianapolis. 
David C. Jones of the Lunkenheimer 
Co., Cincinnati, was elected first vice- 
president; C. W. Machon of the Brown 
& Sharpe Mfg. Co., Providence, R. I., 
second vice-president, and M. B. Skin- 
ner of the M. B. Skinner Co., Chicago, 
third vice-president. Members of the 
executive committee include the officers 
and the following: A. T. Simonds, 
Simonds Mfg. Co., Fitchburg, Mass.; 
Joseph M. Hottel, Delta File Works, 
Philadelphia; John C. Ruf, I. B. Wil- 
liams’ Sons Co., Dover, N. H.; W. H. 
Glatt, Victor Balata & Textile Belting 
Co., New York; W. H. Fisher, T. B. 
Wood’s Sons Co., Chambersburg, Pa. 






Coming Hardware Conventions 


AMERICAN IRON, STEEL AND HEAVY 
HARDWARE ASSOCIATION CONVENTION, 
Washington, D. C., May 23, 24, 25, 
1922. Headquarters, Hotel Washing- 
ton. A. H. Chamberlain, secretary- 
treasurer, Marbridge Building, Thirty- 
fourth Street and Broadway, New 
York. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION at Fair Grounds, 
Jackson, May 24, 25, 26, 1922. Head- 
quarters, Heidelburg Hotel. E. R. 
Gross, secretary, Agricultural College. 


NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Chicago, IIl., 
June 19, 20, 21, 22, 23, 1922. Head- 
quarters, Hotel Sherman. Herbert P. 
Sheets, secretary-treasurer, Argos, Ind. 

WEST VIRGINIA HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Huntington, Jan. 30, 31, Feb. 1, 1923. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

ILLINOIS RETAIL HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 13, 14, 
15, 1923. L. D. Nish, secretary-treas- 


Reading matter continued on page 


urer, Elgin, II. 

New YorK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXPOsI- 
TION, Rochester, Feb. 20, 21, 22, 23, 
1923. Headquarters, Powers Hotel. 
Sessions and Exposition at Exposition 
Park. John B. Foley, secretary, City 
Bank Building, Syracuse, N. Y. 

NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 1923. George 
A. Fiel, secretary, 10 High Street, Bos- 
ton, Mass. 
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New York Store Is Selling Five Times as 


Many “Tuckaways” as Old-Type Step-Ladders 


The head of the House Furnishing on Tuckaway. Small wonder Mir. 

































































Department of one of the most Brewster says: “I would not be 
famous New without Tucka- 
York stores* is ° way on my floor.” 
authority for Ww 
e can cite 
that statement: coe hundreds ot 
Four different other instances 
+ ores in New of the same kind. 
: porn woth se b Do you see the 
nine times bs bi ie AS 
Teekower ba Puckaway holds 
wieder f for you? 
three months. =o 4p 
wha Fateia) More ladder 
sales, quicker 
orders of aie turnover, a good 
omen averagec ame margin of profit, 
hase a cot and YOU CAN 
ll ve a a = STOCK SEVEN 
jays Cacn. + TUCKAWAYS 
The last orders | ised “tiiaci® . ) IN THE SAME 
were for two SPACE AS 
hundred Tuckaways. ONE FIVE FOOT LADDER 
All this in three months. CLOSED INTO ITS MOST COM- 
Now let us look at another side of the PACT POSITION. 
picture. Write today. Dealers’ discount applies on 


minimum order of three. 


Out in Ridgefield Park, N. J., a small : . 
suburban town, C. Fred Brewster is Tuckaway Folding Ladder 


ordering Tuckaways once a month— Company, Ine. - 
getting a twelve time turnover per year 111 Broadway Department D.I. New York 
*Name on request. Look for our ad appearing in May 27th issue of the Literary Digest 


RE ——————————————————————————————————E=E=~ 


Where Tuckaway Differs from Old-Type Ladders 

Tuckaway is the first improvement in step-ladders in 2000 years. Tuckaway is the 
only folding step-ladder in the world. 

Tuckaway is the ONLY folding ladder tested and approved by the Underwriters’ 
Laboratories as a Safety Appliance. Tuckaway is a finished article. Tuckaway 1s 
endorsed by Good Housekeeping, New York Tribune and Modern Priscilla Institutes 
Tuckaway stands steadily on uneven surfaces, it folds but cannot collapse. 

Tuckaway measures 2%x7'%4x52” folded, is made of finished straight grained white 
oak and poplar with nickeled steel fixtures, no nails, screws or bolts and is built to 
support 1000 Ibs. on its top step. 


Retail Prices 


Plain bases $6.95 
is Rubber bases $7.20 
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Falor Rubber Company 
Reorganization 


The Falor Manufacturing Co., mak- 
ers of cross grain, seamless automobile 
inner tubes, Akron, Ohio, has been 
reorganized and will be known as the 
Falor Rubber Co. with general sales 
offices at 910 South Michigan Avenue, 
Chicago. Gifford, Davis & Co. located 
in the Standard Oil Building, Chicago, 
has joined forces with the Falor Rub- 
ber Co., and will direct the sales and 
advertising policies of the organization 
from the Chicago office. 

Shelby A. Falor, who formerly served 
on the board of control of the Goodyear 
Tire & Rubber Co., during the latter 
period of his nineteen years with that 
company, heads the new organization 
as president and chairman of the board 
of directors. G. C. Marsh, Akron, will 
serve as treasurer and director while 
C. P. Schnee, also of Akron, will be 
secretary and a director. 

Three officials of Gifford, Davis & Co. 
will serve with the company as follows: 
S. L. Davis, president, will be sales 
manager and a director in the new 
company. E. C. Gifford, vice-president, 
will be advertising manager, while C. 
B. Gifford, treasurer, will serve on the 
board of directors. 

Production of the company’s product 
has quadrupled during the last few 
months and both day and night shifts 
are in operation. The company is now 
moving into a new daylight plant hav- 
ing 26,000 sq. ft. of floor space, which 
will provide for future expansion and 
which will eventually be able to handle 
a production of 25,000 tubes a day. 


Death of W. S. Thomas 


W. S. Thomas, president of the 
Thomas Mfg. Co., Springfield, Ohio, 
died suddenly in that city on May 1, 
heart disease being the cause. Mr. 
Thomas was born in Springfield in 1857. 
He was promiently identified with many 
business, social and political activities, 
and was also at one time president of 
the National Association of Implement 
and Vehicle Manufacturers. 


Killinger Purchases Glenn Plant 


W. E. Killinger, broom manufacturer 
in the West, has acquired the former 
plant of the Glenn Mfg. Co., El Paso, 
Texas, and will put it in operation at 
an early date. 

Mr. Killinger started a broom fac- 
tory in Oklahoma City a number of 
vears ago, which he has leased to an 
operating company. It is his intention 
to have the El Paso factory take care 
of business not only in the Southwest 


but in Mexico. An export field is also 
available in the Orient. 

W. H. Glenn, founder of the Glenn 
Mfg. Co., will operate a plant in 
Quincy, Ill., for the manufacture of 
the patented Glenco mop. 


Schluederberg Heads _ Electro- 


Chemical Society 


Carl G. Schluederberg, executive 
assistant to the manager of the supply 
department of the Westinghouse Elec- 
tric & Mfg. Co., East Pittsburgh, has 
been elected president of the American 
Electro-Chemical Society. Mr. Schlue- 
derberg has been very active in Amer- 
ican electro-chemical circles, and is a 
member of the Pittsburgh section of 
that organization. He recently return- 
ed from a trip through Latin America, 
during which he visited Chile, Peru, 
Uruguay, Paraguay and Brazil. 


Arrow Tool Now Forsberg 
Mfg. Co. 


Word has been received that the 
Arrow Tool & Mfg. Co., Bridgeport, 
Conn., has completed arrangements to 
change the name of the firm to the 
Forsberg Manufacturing Co. No change 
will be made in the character of the 
firm’s business save that a new line 
of hack saw frames will be added. The 
company is changing its name because 
of a conflict of names with another firm 
in the same field. 





Pipe and Supply Men to Meet 


The thirteenth annual convention of 
the National Pipe & Supplies Associa- 
tion was held in the William Penn 
hotel, Pittsburgh, on Tuesday and 
Wednesday, May 9 and 10. More than 
400 delegates were in attendance. 
Charles Aubrey Eaton, head of the 
United States Emergency Fleet Cor- 
poration, spoke at the Wednesday ses- 
sions on “Statesmanship in Industry” 
and James H. Tregoe, secretary and 
treasurer of the National Association 
of Credit Men, spoke on the subject of 
“A Look Backward and a Glance For- 
ward.” 


George W. Whittemore Dies 


George W. Whittemore, secretary 
Sessions Clock Co., manufacturer of 
clocks and timepieces, Bristol, Conn., 
died at his home May 10 following an 
apoplectic shock. Mr. Whittemore was 
born in Boston fifty-one years ago, 
and went to the Sessions factory in 
1902. 


Belknap Hardware Co. to 
Expand 


The Belknap Hardware & Mfg. Co., 
Louisville, Ky., announces that it will 
add a new office and warehouse build- 
ing to its present plant. The new 
building has twelve stories and base- 
ment and has a floor area of 747,000 
sq. ft. The general offices, printing 
office, catalog department and saddlery 
factory will be moved to and located in 
various parts of this new building, and 
the space now occupied by these will 
be given over to the storage of mer- 
chandise. The general offices will be 
located on the eleventh floor of the 
edifice, while lockers, cafeteria, assembly 
room, rest rooms and recreational de- 
partments will be on the top floor. The 
power plant will also be moved to a 
new building erected for the purpose. 
The contracts will provide for the com- 
pletion of the buildings in question 
within one year. 


“Tom” Ray with Remington 


“Tom” Ray has joined the Reming- 
ton Arms Co., Inc., cutlery division, as 
a special representative. Mr. Ray 
brings to Remington an experience of 
thirty-seven years in the cutlery busi- 
ness. He comes directly from the 
American Cutlery Co., Chicago, for 
which house he covered sixteen South- 
ern States for seven years. Prior to 
his last business association, Mr. Ray 
was connected with Simmons Hardware 
Co., St. Louis. Some years ago he was 
in the wholesale cutlery business in 
Kansas City, Mo., and previously to 
that time traveled the South for a num- 
ber of cutlery concerns. 


Charles Thompson Passes Away 


‘Charles Thompson, president of the 
Herbrand Co., Fremont, Ohio, died sud- 
denly on the afternoon of April 15, 
while having his eyes tested at the 
office of Dr. W. R. Deemer. He was 
eighty-three years of age. 

Mr. Thompson was one of the oldest 
pioneers of Sandusky County, having 
been born in Fremont April 12, 1839, 
and for more than fifty years was iden- 
tified with the business life of Fremont 

Engaged in the hardware business 
at the outbreak of the Civil War, he 
left his business to enter the service. 
Later he became captain of Co. F, 169th 
O. V. I. At the close of hostilities he 
returned to Fremont and _ resumed 
charge of his hardware business. In 
1881 he established the Herbrand Co., 
one of the pioneer manufacturers of 
carriage hardware, with which com- 
pany he was actively engaged up to 
the time of his death. 


Reading matter continued on page 100 
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because it is “break-proof”, 
and the handle simply cannot be pulled out. 


sizes and three colors. 


Write for prices. 








Simply because they are built of 

heavy galvanized metal, the pail, hand soldered, 
equipped with heavy ears and bail and handsomely 
enameled in attractive colors or striped —the shovel, 
the blade is extra heavy 
Three 








These better built toy pails and shovels sell themselves. 


Write for descriptive matter and prices. 


ROCHESTER CAN COMPANY 
ROCHESTER, N. Y. 
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The Fastest Selling Toy ‘Pail and 
Shovel on the Market 


ND WHY? 








Simply display them 
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Notes of the Retail Hardware Trade 

















KINGMAN, ARIZ.—The Central Com- 
mercial Co. desires the name and ad- 
dress of the manufacturer of the 
“Phoenix” counter scale. 


MorRRILTON, ARK.—H. A. Britt will 
move to a new location. 


CoLTON, CAL.—The Clickner Hard- 
ware Store, 115 West I Street, has 
taken over the stock of the Ebner Hard- 
ware Store, which comprises builders’ 
hardware, cutlery, flashlights, fishing 
tackle, garage hardware, guns and am- 
munition, heating stoves, kitchen house- 
furnishings, mechanics’ tools, paints, 
oils, varnishes and glass, shelf hard- 
ware and stoves and ranges. 


Los ANGELES, CAL.—C. C. Weiss, 
3522 W. Pico Street, will erect a new 
store building to be ready for occupancy 
about Aug. 15. 

MERIDEN, CONN.—Church & Morse 
have discontinued their business at 8 
West Main Street, and are now located 
at 43-45 South Colony Street. 

DEFUNIAK SPRINGS, FLA—The De- 
Funiak Furniture Co. is purchaser of 
the stock of the Ogburn Furniture Co. 
Catalogs requested on a line of house- 
furnishings. 

Marion, ILu.—Earl Blankenship is 
now located at 717 West Main Street, 
dealing in automobile accessories, auto- 
mobile tires, bicycles, fishing tackle, 
gasoline, lubricating oils, mechanics’ 
tools, guns and ammunition, etc. 


CorwIiTH, lowa.—F. L. Applegate has 
recently suffered a fire loss. He is do- 
ing business in temporary quarters at 
present, but expects to secure a perma- 
nent location within the next two or 
three months. 

FALL RIveR, MAss.—Blakney & Wor- 
dell, Inc., 51 Pleasant Street, has been 
incorporated to deal in automobile ac- 
cessories, belting and packing, build- 
ers’ hardware, building paper, cutlery, 
farm implements, flashlights, fishing 
tackle, garage hardware, guns and am- 
munition, heavy hardware, insecticides, 
lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, poultry sup- 
plies, prepared roofing and pumps. The 
capital stock is $12,000. Catalogs re- 
quested on marine supplies. 

CLAYTON, Micu.—E. C. De Meritt & 
Son are purchasers of the hardware 
and implement stock of Wilson & 
Stoffer. 

SAGINAW, Micu.—The E. Ray Hard- 
ware Co. has commenced business at 
1941 East Genesee Avenue, dealing in 
the following lines: Automobile acces- 
sories, automobile tires, bicycles, build- 
ers’ hardware, building paper, churns, 
cream separators, cutlery, electrical 
household specialties, flashlights, fish- 
ing tackle, garage hardware, gasoline 
engines, guns and ammunition, heating 
stoves, home barbers’ supplies, insecti- 
cides, kitchen housefurnishings, me- 
chanics’ tools, paints, oils, varnishes 
and glass, prepared roofing, pumps, re- 
frigerators, shelf hardware, sporting 
goods, stoves and ranges, washing ma- 
chines and wheel toys. 

BATTLE LAKE, MINN.—Paulson & 
Johnson have bought the stock and 





business of N. J. Eide. Catalogs re- 
quested on a general line of hardware. 

BRAINERD, MINN.—The Perry Hard- 
ware has established itself in lesions 
here, carrying a stock of the following, 
on which catalogs are requested: Au- 
tomobile accessories, barn equipment, 
bathroom fixtures, belting and packing, 
bicycles, builders’ hardware, building 
paper, churns, cream separators, crock- 
ery and glassware, cutlery, dairy sup- 
plies, dynamite, electrical household 
specialties, electrical supplies and equip- 
ment, flashlights, fishing tackle, garage 
hardware, gasoline, gasoline engines, 
guns and ammunition, hammocks and 
tents, heating stoves, heavy hardware, 
home barbers’ supplies, incubators, 
kitchen housefurnishings, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, phonographs, plumb- 
ing department, poultry supplies, pre- 
pared roofing, pumps, refrigerators, 
sewing machines, shelf hardware, sil- 
verware, sporting goods, stoves and 
ranges, tin shop, toys and games, vul- 
canizing department, washing machines 
and wheel toys. 

McComs, Miss.—The McComb Hard- 
ware Co. has recently opened a store 
here. Its stock will comprise the fol- 
lowing, on which catalogs are _ re- 
quested: Bicycles, builders’ hardware, 
churns, crockery and glassware, dairy 
supplies, dynamite, farm implements, 
flashlights, fishing tackle, guns and am- 
munition, harness, heating stoves, me- 
chanics’ tools, prepared roofing, retrig. 
erators, shelf hardware, sporting goods 
and stoves and ranges. 

WATER VALLEY, Miss.—T. H. Dalton 
has commenced business here, and re- 
quests catalogs on a line of tin shop 
and plumbing material. 

Mount VERNON, N. Y.—The Stephens 
Shop has moved to a new location at 15 
East Third Street. Catalogs requested 
on automobile accessories, builders’ 
hardware, building paper, cutlery, elec- 
trical household specialties, electrical 
supplies and equipment, flashlights, fish- 
ing tackle, furnaces, garage hardware, 
heavy hardware, kitchen cabinets, 
kitchen housefurnishings, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing department, 
prepared roofing, shelf hardware, sport- 
ing goods, stoves and ranges, tin shop 
and toys and games. 

ScoTTSVILLE, N. Y.—Bowerman & 
Munsell, Inc., operating a branch store 
at LeRoy, have commenced business 
here. The concern’s stock comprises 
the following, on which catalogs are 
requested: Automobile accessories, 
automobile tires, bathroom fixtures, 
bicycles, builders’ hardware, build- 
ing paper, churns, cream separa- 
tors, crockery and glassware, cutlery, 
dairy supplies, dynamite, electrical 
household specialties, flashlights, fish- 
ing tackle, furnaces, garage hard- 
ware, guns and ammunition, hammocks 
and tents, harness, heatirig stoves, home 
barbers’ supplies, incubators, insecti- 
cides, kitchen housefurnishings, lubri- 
cating oils, mechanics’ tools paints, oils, 
varnishes and glass, plumbing depart- 


ment, poultry supplies, prepared roof- 
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ing, pumps, shelf hardware, sporting 
goods, stoves and ranges, tin shop, toys 
and games, vulcanizing department, 
washing machines and wheel toys. 

SYRACUSE, N. Y.—The W. A. Double- 
day Co. has moved to a new location at 
123 West Onondaga Street. 


WATERTOWN, N. Y.—McLaughlin & 
Hawkins, Inc., 57 Public Square, suc- 
cessor to H. S. Arthur & Sons, requests 
catalogs on barn equipment, bathroom 
fixtures, belting ‘oa packing, builders’ 
hardware, building paper, churns, cut- 
lery, dairy supplies, electrical house- 
hold specialties, electrical supplies and 
equipment, flashlights, furnaces, garage 
hardware, heating stoves, insecticides, 
kitchen cabinets, kitchen housefurnish- 
ings, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumb- 
ing department, poultry supplies, pre- 
pared roofing, pumps, refrigerators, 
shelf hardware, silverware, stoves and 
ranges, tin shop, washing machines and 
wheel toys. 

JAMESTOWN, OHIO.—The R. C. Baker 
Hardware has engaged in the hardware 
business. Barn equipment, flashlights, 
builders’ hardware, cutlery, washing 
machines, paints, oils, varnishes and 
glass, shelf hardware, stoves and 
ranges, etc., will be carried. 

KENT, OHIO.—W. J. Lansinger, 150 
North Water Street, is the new owner 
of the stock of Charles R. Reed. Cata- 
logs requested on dairy supplies, fur- 
naces, heating stoves, kitchen housefur- 
nishings, stoves and ranges and tin 
shop. 

MASSILLON, OHIO. — Seigel’s Hard- 
ware & Auto Supplies has recently en- 
gaged in business at 6 South Erie 
Street. Catalogs requested on a general 
line of hardware and automobile acces- 
sories. 

MIAMI, OKLA.—The Hale Hardware, 
successor to the Hunt Cain Hardware 
Co., requests catalogs on automobile ac- 
cessories, automobile tires, barn equip- 
ment, bathroom fixtures, bicycles, build- 
ers’ hardware, building paper, churns, 
cream separators, crockery and glass- 
ware, cutlery, dairy supplies, electrical 
household specialties, farm implements, 
flashlights, fishing tackle, guns and am- 
munition, hammocks and tents, harness, 
heating stoves, heavy hardware, home 
barbers’ supplies, incubators, kitchen 
housefurnishings, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, plumbing department, poul- 
try supplies, prepared roofing, pumps, 
refrigerators, shelf hardware, silver- 
ware, sporting goods, stoves and ranges, 
toys and games, and wheel toys. 

PoRTLAND, OrE.—Coffey & Sheehy 
have opened a store at 223 Morrison 
Street, carrying a complete stock of 
hardware, sporting goods, builders’ 
hardware and tools. 

APOLLO, Pa.—The H. S. Steele Hard- 
ware Co. has opened a store on First 
_— to replace the one destroyed by 

re. 

SPOKANE, WasH.—H. F. Hoesly has 
started in business at 212 North How- 
ard Street. He requests catalogs on 
builders’ hardware. 
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The elements which constitute the greatness of 
Whitman & Barnes drills and reamers are instantly 
recognized once you set foot inside the ““W & B”’ 
factory at Akron, Ohio. 








Just as the enduring qualities of these drills and reamers 
are without parallel, so also the machinery which has 
so much to do with their making. 













Within the past sixty days further additions have been 
made in the way of improved mechanical facilities, 
which, beyond all doubt, make these works unique in 
the entire world. 









Examine a large quantity of ‘“‘W & B” drills and 
reamers taken from stock; subject them to any test you 
may desire, and you will be forced to comparisons 
which are certain to give Whitman & Barnes a position 
of overwhelming advantage. 








Whitman & Barnes resourcefulness in producing drills 
and reamers of incomparable excellence is now, literally, 
surpassing itself. 






Warehouses 


64 Reade Street, New York City 
565 W. Washington St., Chicago, III. 
139 Queen Victoria St., London, E. C. 4 


Whitman & Barn 


AKRON, OHIO 
Manufacturers of TWIST DRILLS AND REAMERS £<xclusively 















pss =e 


EIA ee ayes > 5 


eee 


i 






nl 


= 


pepe 








i fA ey amy wie LR 


wee ng 


102 


HARDWARE AGE 


May 25, 1922 

















NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 























Safety Model Step Ladder 


The Surestep Ladder Corp., 103 East 
125th Street, New York City, have 
placed on the market the Surestep line 
of step ladders in two types, know as 
A and B. Model A is a household 
ladder and model B is a mechanic 
ladder. Both types are made in sizes 
from 3 ft. to 12 ft. The ladder is 
seid to be safe, steady and reliable, 
because of its careful and scientific 
construction. Selected spruce, free 
from knots, is used, and all require- 
ments of the department of labor have 








Type B Surestep Ladder 


been conformed to according to the 
manufacturer. 

Two additional side props, swinging 
outward, support the ladder securely in 
place, eliminating the danger of tip- 
ping and falling. To the mechanic type 
B has an appeal on the economical 
viewpoint, as it does not require a sec- 
ond person to hold the ladder while the 
first man is working on it. Hinges are 
made of malleable iron, while the in- 
terlocking hinges are of hot rolled band 
iron, 12 gage, secured by rivets. 


Wrench Has Eight Adjustments 

Handee Wrench Mfg. Co., 78 New- 
man Street, Mansfield, Ohio, offers the 
trade the Handee Wrench which is built 
like a double end wrench but instead 
of having only two sizes it has four 
cubes on each end that work on a swivel 
or pivot. Each cube has four sizes thus 
giving the user a variety of eight ad- 
justments. 


PAT APPL. 


Handee Wrench 





Universal Rim Wrench 


The American Grinder Mfg. Co., 
Milwaukee, Wis., is distributing 
through C. N. & F. W. Jonas, Chicago, 
a new Blackhawk 4 in 1 Universal Rim 


ik | 


Blackhawk Universal Socket Wrench 


Wrench, This tool is exactly what 
the name implies, four wrenches in one 
as it has a quadruple socket head that 
is drop forged in one piece. There are 
no springs or ratchet to adjust or get 
out of order. 

The tool is very handy for the man 
with more than one car or for the tire 
service station, garage or fleet owner. 
To change the socket size the head is 
turned. The sizes available are 5/8 
inch, 11/16 inch, 3/4 inch and 7/8 inch. 
These four sizes will accommodate prac- 
tically every rim nut requirement. 


Improved Eureka Vacuum 
Cleaner 

One of the striking features of model 
9 Eureka Vacuum Cleaner is_ the 
13%-in. nozzle, which is tapered at the 
ends to increase the velocity of air at 
these points. As a result of this nar- 
rowed aperture, the new model removes 
all of the embedded dirt a& well as 95 
per cent of the clinging surface litter 
without the aid of a floor brush, but 
produces such an air velocity that pins, 
clips and similar small heavy objects 
are quickly snapped up. 

Several radical changes have been 
made to increase the convenience of op- 
erating the new model. Its wheels have 
been placed behind the nozzle to facili- 
tate cleaning along baseboards and in 
corners, and the fan case exhaust vent 
has been lowered 3 in. to prevent un- 
hampered use under low furniture and 
beds. 

The improved detachable “sweep ac- 
tion” brush of the new Eureka is so 
designed to fit tightly against the lips 
of the nozzle and yet permit a perfect 


seal between the floor covering and the 
nozzle lips when cramped into position. 
This same brush design has been incor- 
porated in an upholstery brush which 
has been added to the attachment set 
for use with the standard 7-in. alu- 
minum nozzle. 

Perhaps the most noticeable change 
in the new model is the redesigned dust 
bag which has been considerably en- 
larged and made of blue drill with the 
name “Eureka” in gold. It opens at 
the top and connects to the fan case 
exhaust vent with an improved “lazy 

















Eureka Model 9 


tong” clasp which can be instantly 
opened and closed. The new Eureka 
model has a one-piece, oil-tempered, 
steel fan. 

The Eureka is made by Eureka 
Vacuum Cleaner Co., Detroit, Mich. 


Unusual Shape Wrench 
The Robert Wrench Co., Inc., 71 
Murray Street, New York City, have 
placed on the market a new tool, the 























The Roberts Wrench 
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Sell the Genuine 


Few articles are more widely imitated than Richards-Wilcox 

“‘Slidetite” sliding-folding garage door hardware. The many 

attempts to imitate “‘Slidetite”’ only go to prove its superior- 

ity. You will find it both satisfactory and profitable to sell 
this favorably-known brand. 

| 

iq 


chardsWilc 
Ss ele 
Garage Door Hardware & ann 


“Slidetite” provides a door with a full opening. It cannot possibly 
blow shut, thereby harming automobile or person. The doors oper- 


ate on a jointless track—smoothly, quickly and securely. 
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“Slidetite” is the only garage door hardware that can successfully ie 
be used in openings requiring more than six sliding-folding doors. j 








2. 





This feature makes it especially adaptable for use in public garages 
and automobile salesrooms. Doors hung on “Slidetite’’ always re- “Slidetite’ is the last word in 
main weathertight. garage door hardware. Its use 
is a@ guarantee of satisfaction 
and a builder of prestige for 
the man who sells or installs tt. 


Richards-Wilcox Mfg. (0. 


AURORA, ILLINOIS, U. S.A. 


If you are not already handling “‘Slidetite,” it may 
be quickly obtained from our nearest branch. 


Minneapolis —— ‘oe bs eland LosAngeies 
Philadelphia Bost Napolis SanFrancieco 
RICHARDS- wiLcox CANADIAN co. 

Winnipeg LONDON, ONT. Montreal 


“Slidetite” is now being adver- 
tised in publications of national 
circulation. By thus spreading 
the fame of “Slidetite’”’ we are 
making it easier for you to sell. 






Ask for a] 
—— § 


OOONIUNIONOUNONOOIOUNONONONONONUOOOIONONUOIONOOOUNONONONUNOUNOUOIONOOOICN 





ONO OUNONONONONUNUOUNONOOUOUOUNONUOUNUOUNUOUNUNOUNUNUNUNUNUNUNUCCICI 


vJEJ 





ONONOOUNONONONoOS 






seg eens Den einai oe eI, 


¥ 


ne eng one 


Sal 


104 


Robert Wrench. The illustration shows 
clearly the unusual construction of this 
very handy tool. It is particularly 
adapted for working in close quarters 
and for turning difficult nuts. The tool 
is said to save time and _ barked 
knuckles for the man who uses it. It 
gives extra heavy leverage, as can be 
seen in the picture. 


New Electric Washer 


The Albaugh-Dover Co., 2100 Mar- 
shall Boulevard, Chicago, IIl., are put- 
ting into manufacture an electrically 
driven washing machine, to be mar- 
keted by W. S. Ireland, of the same ad- 
dress. The new machine will be known 
as the “Pal o’ Mine,” and will be one 
of a series of “Pal o’ Mine” home ap- 
pliances. 





Pal o’ Mine Electric Washer 


The new washer is white and 
trimmed in gray. When not in use the 
wringer disappears and an aluminum 
tray covers the machine. It can then 
be used for a table or stand. Although 
it is of standard capacity it is so com- 
pact that it occupies very little space 
and will be adaptable for small apart- 
ments and other places where space is 
at a premium. 


The counter display stand illustrated 
here is a device to help Hygrade lamps 
sell themselves.. It is carefully built of 
wood, stained mahogany, lettered in 
gold and has sockets for eight lamps. 





Hygrade Counter Display Stand 


In use the stand is placed on the 
counter and connected with the nearest 
lamp socket. The lamps are screwed 
into the sockets, but not down far 
enough so that they will light. 

Lamps prominently shown in this 
way have an irresistible attraction for 
everybody who comes into the store. 
They practically sell themselves, so that 


HARDWARE AGE 


all that the clerk has to do is to give 
the lamp a half turn in the socket when 
it is shown lighted. 

This is particularly valuable when 
the customer doesn’t know which lamp 
is best suited for his purpose, for the 
brilliancy of the various sizes can be 
compared and the utility of new and 
different types shown. 

One of the sockets is arranged to be 
used as a testing socket. For display 
purposes the lamp is placed in it just 
as it is in the other sockets; when, how- 
ever, it is desired to test lamps as they 
are purchased, the bases can easily and 
quickly be pressed into the socket to 
make a connection. 

An interesting feature of the stand is 
that it is sold to the dealer at cost by 
the manufacturers of the lamps it dis- 
plays, the Hygrade Lamp Company of 
Salem, Mass., and is never given away. 


Attachments Increase Utility of 
Electric Drill 

Starting with the idea that the Hole 

Shooter, an electric portable drill, could 

be adapted to many other uses in addi- 

















Hole Shooter with New Attachments 


tion to the drilling of holes, The A. H. 
Petersen Manufacturing Company of 
Milwaukee, has developed a number of 
unusual attachments which make this 
tool a whole machine shop of usefulness. 

Practically all these inventions haved 
been designed particularly to meet vari- 
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ous requirements of the garage and 
service station, and industrial plants. 
With these attachments, there are so 
many practical uses for an electric tool 
like the Hole Shooter that it becomes 
infinitely more productive. 

Among these inventions is a Radial 
Portable Drill Press Stand, as _ illus- 
trated here, remarkable for its sim- 
plicity. Other inventions include a 
battery terminal opener; end bristle 
wire brushes of various grades and 
sizes which are useful in removing car- 
bon from cylinder heads, burnishing 
work, removing paint and varnish, ete.; 
a commutator saw-wheel on a flexible 
shaft; rotary rapier files; special emery 
grinding wheels; special buffers, which 
are used to excellent advantage in 
simonizing bodies as well as for or- 
dinary buffing work, and many other 
attachments. 

The Drill Press Stand is designed to 
hold the Hole Shooter portable electric 
drill rigidly at any angle vertically or 
horizontally. When adjusted for use 
in a perpendicular position, the com- 
bination serves as a portable drill press. 
With the Hole Shooter adjusted in a 
horizontal position, the combination 
serves as an electric grinder, buffer or 
polisher. 

The complete Drill Press Stand 
weighs only 30 lb. With the Hole 
Shooter included, the total weight is 
only 34 lb. Thus the whole outfit is 
easily portable. 


Toy Waffle Iron 

The recently announced Stover 
Junior Waffle Iron is especially designed 
for the kiddies. It “makes waffles just 
like mother makes,” according to the 
announcement printed on the illustrated 
box in which it is packed and displayed 
by dealers. It seems to supply a real 
demand in the life of little girls, 
just the same as the toy tea sets or 
doll carriages. 

The Stover Junior Waffle Iron will 
actually bake real waffles if the same 
batter is used that mother has mixed 
for use in her larger Stover waffle iron. 
Some youngsters use the Stover Junior 
in the sandpile and seem to have almost 
as much fun as the tot who coaxes 
mother to let her bake real waffles, The 
toy irons are 3% in. in diameter and 
the plates are identical with those on 
the larger Stover waffle irons, being so 
designed that waffles are always made 
of uniform thickness, insuring their 
baking quickly and evenly. It is made 
by Stover Mfg. & Eng. Co., Free- 
port, Il. 














Stover Toy Waffle Iron Display 

















